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McMahan’s Latest 
Is Surtax to Be 
Paid on Surplus 


Commissioner Tells Governor 
What Is Wrong With Insurance; 
Covers 50 Printed Pages 


AGAINST PRESENT METHODS 
“Underwriting Profit” Regarded 
As Trick Phrase; Easterners 
Are Big Money-Makers 

John J. McMahan, of South Caro- 
lina, who runs the state insurance de- 
partment which, by the way, has col- 


lected $3,608,835 in sixteen years, has 
made his annual report to the gover- 
nor. 


There is very little about the present 
method of insurance com- 
panies which meets with the approval of 
Commissioner McMahan, and he de- 
votes more than fifty pages in his re- 
port to describing what is the matter 
with insurance practices and how they 
can be corrected. He thinks that a 
feasible mode of discouraging excessive 
rates (and to Mr. McMahan’s mind 
most rates are excessive), would be to 
put a surtax on surplus or, as he ex- 


operating 


presses it “It might well be provided 
that the company shall retain of its 
premium charges not more than (say 
possibly) 75% of its average losses 


paid in the immediately preceding five- 
year period, and the surplus shall go 
to the state as a tax.” 


Rating Bureaus Fail 


He thinks the rating bureau in op- 
eration in South Carolina will continue 
to fail of its purpose until it is op- 
erated by the state like a_ university 
or school of research and original in- 
vestigation in the all-embracing inter- 
est of the people. This state rating 
bureau should also be charged with 
fixing the insurable value of all per- 
manent structures so that there could 
be no over-insurance of buildings. 

Mr. McMahan does not think much 
of the agreement of the commissioners 
providing for 5% underwriting profit. 
Along that line he said: 

“The ‘underwriting’ profit as a meas- 
ure of the profit of insurance is a trick 
device designed to becloud the issue and 
fool the public. A 5% (how moderate 
to the public ear) ‘underwriting’ profit 
produces what would in any ordinary 
business be considered an unconscion- 
able profit, exceeding often even the 
profit in cotton manufacturing in this 
state during the phenomenal years of 
the World War—more than 100% turn- 
over. This cannot stand in ‘normalcy’ 
except through ‘dormancy.’ ” 

_ He discusses fire prevention and over- 
msurance as follows: 

“The current phrase of the insurance 
profession that every man makes his 
own rate by his safeguards against fire 
in the construction of his building and 
by his care in other respects, is a hol- 
low mockery. Each insured is at the 

(Continued on page 16) 
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100 William Street, New York 


A corporation which has stood the test of time! 
successful business operation. 
security. 


142 years of 
World wide interests. Absolute 
Excellent service and facilities. 


Fire, Automobile, Rents, Rental Values, Use & Occupancy, Tor- 
nado, Sprinkler Leakage, Explosion, Riot & Civil Commotion. 


PHCENIX 


indemnity Company 
75 Maiden Lane, New York 


Automobile, Public Liability, Workmen’s Compensation, Bur- 
glary and Theft, Accident & Health, Golfers, Plate Glass. 
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SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 
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INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 


The Oldest American Fire and Marine 
Insurance Company 























THE INTEGRITY OF IDEALS 

“First—We believe that The Lincoln National Life, in order 
to have the right to succeed must be of real service to its 
clients, and that any unusual success must result from un- 
usual service rendered. 

“Second—That real service consists of issuing safe pro- 
tection to the greatest possible proportion of applicants at 
the lowest possible premium.” 

A building program founded on the bed rock of service. 
This same spirit of service in real and generous measure awaits those who 








The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Indiana 


Now More Than $360,000,000 in Force 














Huebner Soon to 
Start Writing of 
Eight New Books 


U. of P. inctracter Wil Link 
Economics With Insurance 
On a Broad Scale 


TELLS UNDERWRITERS PLAN 


He Believes Property Values Can 
Be Tied Up More Completely 
With Life Values 


the well-known 
Pennsylvania insurance 
of books life 
marine insurance, 
the 
ping board and of a congressional com- 


De SS. 
University 


Huebner, 
of 
in- 
and 


ship- 


instructor, author on 


surance and on 


former insurance adviser of 


mittee, is planning to write a series of 
eight books in which he will link insur- 

understood 
D. Appleton 
His plan in part was told 


ance with economics. It its 


they will be published by 
& Company. 
to the executive committee of the Na- 
Life Underwriters 
which had New York last 
week, and also in talking to the Phila- 
delphia Life Insurance Sales 
last week, the 
marks which threw some light on what 


tional Association of 
sessions in 


Congress 


he made following re- 


he has in mind: 


“For the man of the family, life in- 
surance should be a common. sense 
proposition; for the wife in the tantly, 


life insurance is a right upon which she 
The of Penu- 
sylvania is attempting in its life imsur- 


should insist. University 


ance instruction to bring about a 
the 


happy 


combination between commonsense 
of the man and the right of the woman 
and when that takes place, you will be 
at the 


written. 


surprised volume of insurance 


will be 
All Worked Out On Property Basis 
“Three 


business 


which 


of 


dis- 


sche Ti sls 
The 
knowledge 


are hundreds of 


in this country 


tribution of thought and 
analysis from 
We 
study 
that 


which 


seems to come in the last 


our institutions of learning have 


worked out a big science of 11? 


our universities and colleges so 


there are standard studies in 
every student in these business schools 
can become thoroughly grounded. There 
is the study of economics, corporation 
finance, banking, of commercial credit, 
of sales, of trusts, of estates, of taxation, 
etc. 

“Now, do you know that all of these 
studies in our schools for years have 
been worked out solely on the basis of 
property values? Economics has been 
worked out in detail on property values 
only. So has corporation finance and 
the other subjects. 

“But, life insurance men know that 
there are in reality two great values; 


(Continued on page 5) 
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The Controlling Power of Language 
Fifth Paper 


There are a few life underwriters who are so highly trained 
that they may justly claim that they are professional men. But 
agents in general will not be recognized as professional men un- 
tl they stop calling themselves salesmen. A lawyer does not 

talk about selling his opinions; a doctor does not describe himself 
as a salesman, and the architect does not ask people to pur- 
chase his wares—he gives professional advice, and renders pro- 
fessional services to his clients. 

Thus it should be with the life underwriter. His province 
is to offer expert advice, and to exercise professional skill in 
serving his clients as long as they need his counsel. He does not 
sell something to a customer and then go away. Like the law- 
yer, or family physician, his relations with each client must be 
of a permanent character. He supplies a client’s present needs, 
and stands ready to provide for his future needs. 


The needs of a young man may be few, or his resources may 


be limited, but as he grows older new needs will develop, or 
larger resources may enable him to supply needs that were at 
first beyond his reach. And changed conditions may make it 
necessary to modify or readjust the policies he holds. At such 
times he will require the services of an expert adviser. 


This being so, the life underwriter should employ pro- 
fessional language, and do his work in a professional way; and 
should say nothing that will give the impression that he is a 
drummer or a clerk. The converse of the old proverb, ‘‘Give a 
dog a bad name and hang him,’ is this: Give a deserving man a 
good name and it will add to his dignity and efficiency. 


It should be the ambition of every life underwriter to practice 
his calling as a profession, and to be recognized as a professional 
man. And nothing will aid him more in bringing this about 
than to stop calling himself a salesman, and to stop offering in- 
surance as a shopkeeper might offer ordinary merchandise. He 
must at all times describe his work in the familiar language ordi- 
narily employed to describe the activities of those who are 

engaged in the so-called learned professions. 


THE EQUITABLE LIFE ASSURANGE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 














ance 
dinn 


as a 

“g 
stat 
1 
to 2 
gayi 
the 
Unc 
age 


the 


the 

S 
are 
tee 


_ et oe om BS 8 ee CO 




















March 28, 1924 


THE EASTERN UNDERWRITER 


3 








Vanderlip Incident 
Causes Stir Here 


WAS TO HAVE BEEN SPEAKER 





Invited by Association Committee; 
Some Members Protested; Invi- 
tation Was Withdrawn 


Quite a bit of stir and discussion was 
caused in Life Underwriters Association 
of New York circles this week by the 
appearance in New York newspapers of 
an interview with Frank A. Vanderlip 
in which he referred to his non-appear- 
ance at the last monthly meeting and 
dinner at which he had been announced 
as a speaker. 


“Some newspapers have made _ the 
statément that I have been scheduled 
to speak at functions and have failed 
to appear,” Mr. Vanderlip is quoted as 
saying. “I was scheduled to speak at 
the Astor before the New York Life 
Underwriters on the subject of ‘Cour- 
age.’ I had the courage to make the 
os and stood ready to make it, but 
the president of the association had not 
the courage to permit me to make it.” 

Speakers for these association events 
are selected and invited by a commit- 
tee of the association. Following this 
tegular procedure, Mr. Vanderlip was 
invited and he accepted. When the pre- 
liminary notices were sent out an- 
nouncing Mr. Vanderlip as a speaker, 
there were some unfavorable reactions 
from members. Echoing statements 
that had appeared in the daily papers, 
these critics said that Mr. Vanderlip’s 
speech at Briarcliff on Lincoln’s Birth- 
day concerning the sale of the late 
President Harding’s “Marion Star,” was 
in bad taste and there grew up consid- 
erable opposition to his appearance. 
From Mr. Vanderlip’s statement it is as- 
sumed that this situation was conveyed 


to him through the president of the as- 
sociation. 


TRAVELERS’ YEAR BOOK 





Attractive Volume Gives Personnel and 
Other Information; President But- 
ler Reviews Year 


The 1924 edition of the “Year Book” 
of the Travelers Insurance Company is 
off the press. Dressed in a cover of white 
With a picture of the Travelers Tower 
prifited in purple, the book, which is small 
enough to fit easily into one’s pocket, 
makes a neat appearance and is easy to 
read. 

There are many new names added to the 
list of officials of the company and a few 
are missing from the list as printed last 
year. Among those showing promotions 
or additions to the book are: Sanford 
B. Perkins, formerly an actuary, now 
assistant secretary of the compensation 
and liability department; William P. Cal- 
lahan, superintendent, rating division; 
Sydney D. Pinney, assistant actuary, com- 
pensation and liability department; Pat- 
rick F. Burke, assistant manager, claira 
division, compensation and liability de- 
partment; George H. Shaw, M.D., assist- 
ant medical director; Ira H. Prouty, 

.D., home office examiner. Walter W. 
Pratt, Allan E. BroSmith, James E. 
Rhodes 2d, all attorneys; Charles E. Perry, 

.D., assistant superintendent, department 
of medicine and hygiene. 

In the agency department of the com- 
pany, where the men best known to in- 
surance specialists and salesmen appear, 
we find two new names and one promo- 
tion. Samuel S. May appears as agency 
assistant, life and accident department, and 
arry C. Leavens as agency assistant, 
compensation and liability department. 
John H. Eglof, formerly assistant, is now 
agency instructor, compensation, liability 
and indemnity company lines. 

he Year Book ‘contains the lists of 
stocks and bonds owned by the company, 
the figures of the companies’ business for 
€ past year and a brief review of the 
Past year by L. F. Butler, president, 











JAMES MADISON 


(1751-1836) 


The child of wealth has in some ways a harder task than 


the son of poverty—he lacks the compelling incentive of 


necessity. And it is a heart of rare determination and a 


mind of uncommon virtue that can put luxury aside and 
depend on merit and native force. 


Madison. 


Such a man was James 
He was an aristocrat born, a real child of wealth. 
Yet he used his leisure for study, self-discipline and 
thought. And so his mind hecame an intellectual storage 
battery. He never strove for place. His character was not 
masterful. He was a scholar more than a leader. He was 
easily influenced by such lordly wills as Hamilton and easily 
seduced by such subtle minds as Jefferson. Thus his public 
service was a series of contradictions, compromises, doubts 
and fears. Yet he was one of the superior figures of that 
age of giants and storm. 


Madison might be referred to as the valley between the mountain- 
peaks of power, Hamilton and Jefferson. Under the former’s influ- 
ence he was a maker of the Constitution. Under the latter’s 
subtlety he became dissatisfied with his own work and advocated 
the Bill of Rights. In fact, he has been called the “Father of the 


Constitution” and the “Father of Nullification,” diametrical opposites. 


Madison was born at Port Conway, Va., and graduated from 


Princeton College in 1772. He first figured upon the ministry, but 


soon switched his affections to Patrick Henry and Jefferson, later 
falling out with the former. He studied law, and became more 
famous as a scholar than as a leader. As an American statesman, 
though, he deserves higher rank than he has been accorded. 


After serving in the Continental Congress and the Virginia legis- 
lature. Madison wrote his name upon history’s pages by securing 
state recognition of the right to religious liberty. Then came his 
part in bringing about the convention of 1787, which framed the 
Federal Constitution. During this period Madison proclaimed him- 
self a vigorous opponent of slavery. On this he stood practically 
alone, but he did suggest and force into law that slaves, for purposes 


of taxation, were to be regarded as population and not as chattels. 


It was Madison. too, who argued and pleaded for a month, before 
the Virginia Convention would ratify the Constitution. Then he was 
elected to the first national congress, in which he rapidly became 
the house leader of the Republican or Jeffersonian party. When 
Jefferson was elected President, Madison became his Secretary of 
State, serving for eight years. In 1809 he was elected President, 
and in 1817, at the close of his second term, retired to Montpelier, Va., 
where he died. 

Loftier love of country no man had. He who loves America and 
serves her with a fervent faith shall be immortalized and exalted. 
So lives the name of Madison. 


Life insurance justifies faith and lovalty. 


If you cannot replace 
it with something better do not weaken it. 


The Prudential 
Insurance Company of America 
Epwarp D. Durrigip, President 
Home Office, Newark, New Jersey 








Richard V. Lindabury’s 
Half Century at Bar 


GUEST OF HONOR AT DINNER 





Counsel for Prudential One of America’s 
Most Distinguished Lawyers; Some 
’ Outstanding Cases 





Richard V. Lindabury, general coun- 
sel of The Prudential, was guest of 
honor at a dinner given him a few 
nights ago, the occasion being the fif- 
tieth anniversary of his admittance to 
the Bar. The New York “Times” on 
Sunday printed two columns about Mr. 
Lindabury, saying that few lawyers of 
the present day have engaged in greater 
legal battles or were held in higher dis- 
tinction. 

One of the cases in which he led the 
legal fight ran for eight years, the suit 
being brought by the Government for 
dissolution of the Steel Corporation un- 
der the Sherman Anti-Trust Act. Mr. 
Lindabury conducted the case for the 
Steel Corporation and won. 

He is not only a great corporation 
lawyer, but is a brilliant counsel and 
attorney on the firing lines at the 
courts, where he is very well known. 

He was born in Bound Brook, N. J., 
and started there as a lawyer in 1874. 
The “Times” story prints interesting in- 
cidents of his early studentship show- 
ing how well grounded lawyers at that 
time had to be on law fundamentals. 

One of his early triumphs was when 
acting as prosecutor for the State of 
New Jersey, he drove gambling from 
the race tracks. In 1892 he was chosen 
as associate counsel with the late Joseph 
H. Choate in the litigation following the 
suit brought by the Singer Manufactur- 
ing Company against the State of New 
Jersey for unjust taxation. Mr. Choate 
sent him his first corporation case, a 
suit instituted by the State of New Jer- 
sey to dissolve the American Tobacco 
Company as a trust. Mr. Lindabury 
won. 

“Corporation law has grown to such 
an extent in recent years that it seems 
to overshadow all the other branches,” 
said Mr. Lindabury. “Is a case more 
difficult to try, the larger it is in the 
amount of property or money involved? 
Frankly, it isn’t. The solution of a 
problem involving millions of dollars is 
no more difficult than that of one in- 
volving a single thousand. 

“T like to recall the remark attributed 
to Benjamin Butler when he was ap- 
pointed as a prosecutor in the case of 
the impeachment of President Johnson. 
An associate carefully buttonholed him 
and put him a question in an awed tone: 
‘How are you going to try this case?’ 
“Just as I’d try a horse case,’ said But- 
ler promptly. And that is true of every- 
thing.” 

In 1897, after nineteen years in Eliza- 
beth, Mr. Lindabury moved to Newark, 
where in 1898 he founded the firm of 
Lindabury, Depew & Faulks. 

Somerset County, his old field, has 
never been far absent from Mr. Linda- 
bury’s thoughts and activities. At Ber- 
nardsville, N. J., where his home is, he 
has a 600-acre farm over which grazes 
what is declared to be one of the finest 
herds of blooded Gurnsey cattle in the 
country. As president of the Cleveland 
Monument Association he delivered the 
address of the day at the dedication of 
the Cleveland Memorial Tower at 
Princeton, N. J. 


G. L. HUNT GOES INTO FIELD 


The Guardian Life of New York an- 
nounces the resignation of George L. 
Hunt as superintendent of agencies on 
April 1. Mr. Hunt leaves to return to 
the general agency field, having asso- 
ciated himself with the Hartford general 
agency of the New England Mutual 
Life under the firm name of Robens and 
Hunt, 
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Fiske Raps Insurance 
Policy “Abstractors” 


SAYS KEEP AWAY FROM THEM 


Also Tells Philadelphia Underwriters At- 
tacks On Corporations Are Fre- 
quently Attacks On Policyholders 


Haley Fiske, president of the Metro 
politan Life, was the magnet which 
drew a larger crowd to the banquet hall 
of the Philadelphia Sales Congress last 


week than could be accommodated. So 
yreat was the curiosity to see and hear 
the Metropolitan president that large 


numbers of Metropolitan and John Han 
cock men gave up their banquet reserva 
tions in favor of other people; had their 
dinner outside the Hotel Belevue-Strat 
ford, and then returned to watch the 
proceedings from the balcony. 

Mr. Fiske was in good form, being 





HALEY FISKE 


eloquent and powerful. He began with 
a vigorous denunciation of abstractors 
and twisters, making a plea that insur- 
ance agents regard their work as pro- 
fessional and maintain high professional 
ethics and standards. The first plank in 
the ethical platform, he said, was never 
to attack another company. The next 
plank was never to twist business. 

“When any agent is canvassing a 
man and learns from him the fact that 
there is insurance carried in other com- 
panies, he should first inquire, before 
taking the application, if the other in- 
surance is to be continued,” he said. 
Existing insurance in opposition com- 
panies should not be disturbed. 

The Race of Advisors 

No. self-respecting insurance agent, 
Mr. Fiske said, will have anything what- 
ever to do with that race of men who 
call themselves “insurance adjusters” or 
“advisers.” Don’t give them business or 
take business from them,” he continued. 
“As a class they are engaged in a work 
of upsetting business to the detriment 
of the policyholder and they should be 


outside the pale of this profession of 
life insurance. 

“When you find a man has term in- 
surance in another company, you 
should not reach forward to take him 
out of his term and put him in your 
company in some other plan without 
notifying the other company.” 

As there was no applause for this 
statement, Mr. Fiske marked time for 
a moment and said: 


“There is an awful silence there, but 
that comes right along the lines of the 
insurance adjuster or adviser. That in- 
dividual is constantly pointing out to 
persons holding term insurance how 


they can substitute insurance in some 


other company that the adviser will tell 
insurance 
business of 


about. 
should 


life 
the 


No agent in 
interfere with 


ments ot 








other towns came large delegations. 
finish. Judging by the applause the 


success of the congress so complete. 





Education Appreciated 


Do insurance agents want to be educated? 

Judging by the attendance at the Philadelphia Insurance Sales Con- 
gress of last week the answer ts an emphatic Yes! 

No such turn-out has ever before been seen at one of these con- 
gresses. There were more than 2,000 registered. 
tion alone sent 130, while from Harrisburg, Camden, Wilmington and 


yratulations are due to President Frederick G. Woodworth; to Sigourney 
Mellor, chairman of the speakers’ and topics committee; to I. J. Berlet, 
chairman of the publicity committee, and to the others who made the 


The Trenton associa- 


And most everybody stayed to the 
program went over well; and con- 








another company. No reputable phy- 
sician will take another physician’s case 
unless invited by the retiring physician 
to do so.” 
The Attacks On Capital 
Mr. Fiske then launched into the sub 
ject of the growing number of attacks 


on invested capital as seen in the de 
liberations of Congress and the legisla 
tures. He 
represent a 


told” the 
business 


agents that they 
which has invest 
nine billions of assets. These 


assets are invested in the raliroads, real 


estate, mortgages, public utilities, etc., 
and every attack on a railroad or a pub- 
lic utility under the guise of attacking 
Wall Street is in reality an attack on the 
owners of the securities in these cor- 
porations and, therefore, on the people 
of America who carry insurance policies. 

“If only the public men of America 


could appreciate that fact, there would 
be less demagoguery,” Mr. Fiske. de 
clared. “One of the principal duties of 


insurance agents should be to inform 


the public as to these facts. Anything 


FREDERICK G. 


WOODWORTH 


which imperils the value of the railroads,’ 
imperils the value of the policies yon 
(Continued on page 12) 
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Ten Thousand Leads in One Month 


For Agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 


Such “Teamwork” 
insures success to Union Central Agents. 








This is only one of the many expressions 
| of appreciation received from our Agents. 
10,000 leads in one month were furnished 
from one circular alone. 
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“It is the cooperation which I have had from the Union Central iW 
and its Officers that binds and ties me to the Company.” A en 
1h! 
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Make Every Interview 
In Program Sale Count 


HOW CERF MAPS OUT CAMPAIGN 


Program Insurance Increases Size of 
Policies and Acquaints Client 
With Protection Needs 


L. A. Cerf, Jr., the young Princeton 
man who has written about two and 
a half millions of life insurance in 
Greater New York since leaving college 
and who has already made quite a repu- 
tation inthis city as a trainer and sales- 
man, told) the Philadelphia Life Insur- 
ance Sales Congress last week how he 
sold people on the program plan. Mr. 
Cert said) that the program insurance 
seller was meeting a direct need and was 
a great) improvement on the old time 
agent WhO was merely thinking of his 
commission or who was merely trying 
to place’ the policy, no matter what. 

Two of the best arguments for pro- 
gram insurance were that people who 
already thought that they were covered 
found there was more needed and also 
it results’ in the sale of larger policies 
as the @gent talks in the terms of 
monthly income, It is an “Open Sesame” 
tc the. gtospect’s or insured’s office be- 
cause if the agent knows his business 
and has the confidence of the other man, 
he will always have a hearing when he 
has something worth while to. say. 
lurthermore, conversation in the pros 
pect's office is not strained or lugged in 
because the agent has something def 
inite to talk about. The client does not 
think of the agent as just a life insur- 


L. A. CERF, JR. 


ance man because the agent, if the right 
sort, has. found out all about his family 
and business interests and is a sym- 
pathetic confidant and adviser. 

It issia. mistake to think that only 
wealthy, men wanting very large policies 
are good, clients for program insurance. 
There are plenty of men with incomes 
of from $5,000 to $15,000 a year who are 
good soliciting material. It is a waste 
of time®to call on the man of larger 
affairs unless the agent knows consid- 
erable ‘about inheritance taxes, trust 
funds and income taxes as applied to 
life insurance. 

Most of Mr. Cerf’s talk was directed 
to program insurance for what he called 
the average man. He does not appear 
in their offices with any book or elab- 
orate set of figures in bound form, but 
carries with him three loose sheets of 





paper. These three sheets are repro- 
duced herewith. 


Life Insurance Program for Mr. 
Samuel B. Smith 
No. 1 
(A sample, not an actual case) 
Wife—Harriet C. Smith, 10/1/89. 
Children—Samuel B. Jr., age 6; Helen, 
age 1%. No other dependents. 


Income: 
Prom salavy ..06 sci veewien $8,000 
From investments ............ 600 
SRO Be Srane : Neroeia te were oe $8,600 
Wife’s income—none. 
Ixpenses : 
Total (exclusive of life insur- 
AVEO) AUOUE 6.3 isc Vooeexas $6,000 
Mortgage on home .......... 5,000 


Life insurance at present—Mutual Life, 
$10,000 O. L.; 5 vears old. Premium, 
$250 a vear. 

No. 2 
Outline of Program 

1. $5,000 as a “Clean-up” fund for ex- 
penses of final illness, burial, unpaid in- 
come tax, accumulated bills, debts and 
fund to keep family going while affairs 
are being settled. 

2. Income of $200 a month to wife 
for life, with two hundred and_ forty 
monthly payments certain. This” will 
provide the necessities of life and in- 
sure the children an education. 

3. $5,000 to pay off mortgage leaving 
the home tree and clear. 

4. Kduecational policy for boy provid- 
ing $1,300 a vear for four years begin- 
ning when Samuel B. Smith, Jr., is age 
18. 


No. 3 
Arrangement of Insurance 
1, Clean-up Polies .. $5,000 
2. Income Poliev ...... 33,000 & D.S.A. 
3. Mortgage Policy 5,000 
4. Kducational Policy 5,000 
1, | Se ee seat ane $48,000 & D.S.A. 
Present Insurance . 10,000 
New Insurance ...$38,000 
Premium-—-$38,000 O. L. $901.30 
| 9 Sees ae; eae 96.00 
Outlay first year—gross $997.30 
Fst Dividend ........4. 181.64 
Outlay first vear -net $815.66 


Mr. Cerf is quite willing to leave 
sheets Nos. | and 2 with the assured, but 
he positively refuses to leave No. 3. 

He does not believe in many _ inter- 
views. The agent calls to close after 
he has gotten other information based 
on the preliminary interviews and_ the 
job should be finished on one of the 
interviews. It is absolutely necessary 
for the agent to find out something 
about the client's income. Agents fre- 
guently ask all about a man’s family, all 
about the client's hopes and ambitions, 
but they lose their courage when it 
cones to bringing up the vital fact of 
the insured’s earning capacity. There 
are several ways in which this infor- 
mation can be diplomatically obtained. 
For instance, an agent can say to the 
assured: “How much life insurance are 
you carrying and what is it costing 
you?” He then can slip in a question 
something like this: “Let’s see, that’s 
about 10% of your income, isn’t it?” 
The average man will reply: “No, it’s 
about 5%” or “it’s more than that, it’s 
15%.” Or the agent can talk to the 
client about his investments and ascer- 
tain by a clever question or two what 
percentage of the income is invested in 
bonds or mortgages. 

In describing his closing interview, 
Mr. Cerf said that aiter he spent some 
time in his office with all the facts and 
he has prepared the program, he gets 
all on edge and decides to make it a kill 
or cure interview. Conservation of time 
is naturally important, because fixing 
up a program scheme requires careful 
thought and attention to detail. There- 
fore, each move in the campaign must 
be along some definite schedule of work 
ing operation. Too many interviews 
would prove fatal; nor are they neces- 
sary. 


Know How to Pull Heart 
Strings, Says Lovelace 


EMOTIONS ARE FUNDAMENTAL 


N. Y. University Director Advises Agents 
To Study Audience and Reader Ap- 
peal of Movies and Papers 

Dr. Griffin M. Lovelace, of the Life 
Insurance Training School of New York 
University, held the Philadelphia Life 
Insurance Sales Congress last week in 
tight grip as he sketched the funda- 
mental emotions which sway men and 
women and which lead to the purchase 
of life insurance. He gave instances 
showing how the crustiest and coldest 














GRIFFIN M. LOVELACE 


men of large affairs would melt when 
heart interests are touched. 

It is Dr. Lovelace’s opinion that in 
surance agents can profit by watching 
the emotional currents of the movies, of 
the newspapers and the theatres. 
Papers with the largest circulation, the 
movies with the widest appeal, theatres 
with the strongest dramatic hits, mag- 
azines with the biggest sale, are all built 
up through understanding the psychol- 
ogy and mood motivation of the pub 
lic, showing that the same elementals 
direct the hopes, the joys and sorrow 
of millions of people. 

Life insurance men can twang the 
same chords by a little skillful adapta- 
tion of their routine. 

Dr. Lovelace’s interesting littel hu- 
man touches illustrating some of these 
elementals caught the fancy of the 
Congress, especially when he told, for 
instance, of the instinctive desire of men 
to handle something, whether a lead 
pencil, a watch chain, a book, or a 
document. This can be capitalized by 
the agent by handing the client some 
thing to look at. 

Dr. Lovelace also told stories illus 
trating the love of color and of fight 
ing. 


New Sibebia Planned 


(Continued from page 1) 


on the one side is the property value; 
on the other is life value. You are 
connected with these life values and 
they are the greatest by far and it is 
my hope and ambition, and I believe 
that it will ultimately result, that we 
will work out as regards all these sub 
jects a closely analyzed study of life 
insurance from the standpoint of 
economics, corporation finance, bank 
ing, commercial credit, trusts, estates 
and the whole line of study which now 
comprehends the major portion of our 
curriculum.” 

Has Instructed Many Hundreds 

of Agents 
Dr. Huebner has been an instructor 


in insurance for many years and his 
classes are unusually well attended. 
Hundreds of insurance men have found 
him an able tutor, while many others 
have read his books. Almost from the 
first he has got down to the rockbot- 
tom needs for insurance by analyzing 
the underlying motives for protection 
purchases. He is a happy, easy, lucid 
talker and many of his lectures, while 
not out and out life insurance selling 
talks, have been regarded as the finest 
kind of material for use by intelligent 
salesmen. 

The members of the executive com- 
mittee of the National Association of 
Life Underwriters were much impressed 
with the Huebner proposition and if the 
books are published will throw behind 
them the weight of its endorsements. 

At a meeting of the executive com- 
mittee of the National Association of 
Life Underwriters held in New York on 
Monday of last week, it was decided to 
co-operate with Dr. S. S. Huebner, of 
the University of Pennsylvania, in con- 
nection with his project for the publica- 
tion of a number of text books showing 
the relation of life insurance to eco- 
nomics. The titles selected tentatively 


follow: 

1. Economic Concepts. 2. Relation to 
Credit. 3. Relation to Corporation Fi- 
nance. 4. Relation to Savings. 5. Rela- 


tion to Investments. 6. Relation to Wills 
and Trusts. 7. Relation to Taxation. 8. 
Relation to Education and Philanthropy. 
9. Law Governing Salesmanship. 10. 
Ethics of Salesmanship. 

Dr. Huebner will be in 
these volumes as 


charge of 
editor-in-chief and 





S. S. HUEBNER 


while they will be brought out with the 
assistance and co-operaiton of the As- 
sociation, they will be published by one 
of the regular book publishing houses. 

The meeting of the executive commit- 
tee which was presided over by Edward 
\. Woods of Pittsburgh, was one of the 
best and most largely attended in some 
time. Particularly interesting was the 
report that showed the Association to 
be on a better basis as to operating capi- 
tal than it has been in a number of 
years. A special committee appointed 
last year to deal with this subject suc- 
ceeded in raising $10,000 which puts the 
Association on an excellent financial 
working basis. 

The publication and book department 
of the Association had the best year of 
its experience with an increase of 50% 
in sales over the similar period last year 
The excellent series of brochures edited 
by Everett M. Ensign, executive secre- 
tary of the Association, proved both 
popular and profitable and had a large 
sale. 

President Graham C. Wells reviewed 
the seven months of his administration 
since his election at the last convention 
and said that many member associations 
had reported the largest attendances in 


(Continued on page 11) 
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Presidents Show Great Need for 











By 
EDWARD D. DUFFIELD 
President, The Prudential 
Life insurance for the purpose of 


protecting 
provides 


and strengthening business 
a field of limitless possibilities 


in the direction of service of high type, 
and it is doubtful if any agency will 
ever be created which will do as much, 
in so convenient a way, to perpetuate 


the solidity of a business enterprise. 


In a great majority of cases a large 
part, if not the entire savings of the 
members of a family, is invested in the 


business enterprise of a 
small merchant, 


that the life 


comparatively 
and it is in this direction 
underwriters should direct 
their best effort, to the end that. the 
growing business may be made secure 
against the inevitable shock and impair- 
ment which follows in the wake of the 
death of the owner. 

As the usefulness of the life 
ance policy, taken for strictly 
protection purposes, becomes 
more apparent through the 
of life insurance men who are 
to place service, and marked progress 
is now being made in that direction, 
there will be fewer reasons for winding 
up business concerns on account of lack 


insur- 

business 
more and 
activities 
seeking 


of fresh, unencumbered capital - with 
which ‘to carry it on. 
Business life insurance is not only 


recommended but invariably 
bankers because the 
insurance policy become immediately 
available when most needed. But the 
work of demonstrating its importance, 
its availability, its relatively moderate 
cost, falls upon the life insurance sales- 


urged by 
proceeds of a life 


man who has made it his business to 
keep informed upon the progress and 
the natural needs in the way of ex- 


pansion and credit of the business men 
in his community. There can be a no 
more effective reserve than business life 
insurance, for it is always a valuable 
asset without regard to the condition of 
the commodity or money markets at the 
time of -death. 

In 1907 thousands of business con- 
cerns, both large and small, were literally 
saved by loan values under policies in 
force, and it is well known that money, 
even for short periods, was difficult if 
not impossible to obtain. It was not a 
matttr of credit but one of immediate 
available money. It has been estimated 
that during the period referred to over 
four hundred million dollars was loaned 
by the life insurance companies. 

The views held by commercial 
agencies afford a striking evidence of 
the value to any business house of life 
insurance carried for the benefit of the 


business. It is said that a commercial 
rating by one of the large agencies is 
not disturbed at the time of the death 


of an individual or member of a firm 
if adequate business life insurance is in 
force. This fact in itself provides -a 
compelling argument with which the un- 
derwriter may approach individuals, 
members of a firm, or officers of a cor- 
poration. 

Opportunities for expansion in the 
number and volume of sales of business 
life insurance are limited-only to the ex- 
tent that our underwriters limit their 
study of individual business problems 
and their activities in reaching out into 
all parts of the community in which 
they are looked upon as reliable, helpful 
life insurance counsellors. 

The facilities for strengthening credit, 
expanding the business and removing 
barriers from the paths of business as- 
sociates or members of the family of a 
merchant or manufacturer are within 
reach of business men without regard 
to the size of the enterprise which they 
direct, and it is the duty of us all to 


Business Insurance 


- Before appearing at the Philadelphia congress last week 
William J. Graham, second vice-president of the Equitable 
Life Assurance Society, wrote to the presidents of six com- 
panies in the Philadelphia congress zone and got from the 
presidents of those companies new and vigorous expressions 
on business life insurance, which had been the topic assigned 
to him for discussion. The statements of the insurance 
presidents appear on this page. 

Mr. Graham confined his talk to reading these letters and 
making brief comment on their significance. He was listened 
to with closest attention and at the conclusion of his remarks, 
on the motion of E. J. Berlet, the convention voted him an 
expression of thanks. These letters are regarded by the 
Philadelphia association as of real and pertinent value and 
they will be used by agents to stimulate business insurance. 





By By 


CLIFTON MALONEY 
President, Philadelphia Life 


WILLIAM A. LAW 
President, Penn Mutual Life 

















Jusiness insurance extends to busi- (1) The late James J. Hill once said, 


ness enterprises substantially the same “I owe all of my success to the fact 
protection that the regular forms of in- that I have always made it a point to 
surance give to the family. It is as im- keep my credit above reproach.” Per- 
portant and necessary to business con- haps the most important reason, there- 
cerns as is fire insurance. fore, for the consideration of business 

The writing of business insurance in insurance is to create credit protection. 
its simplest form, where the corporation Credit is the most valuable asset a firm 
or partnership is the beneficiary, does has. Injure or: destroy it and the whole 
not differ materially from the writing structure falls. Preserve and strengthen 
of regular forms of individual insur- it and reputation is maintained and the 
ance. In its more complicated forms, undertaking perpetuated. The credit of 


such as where the purpose is to enable any firm rests mainly upon the human 
surviving partners or stockholders to  element—the brains of the management 
buy out the interest of deceased partners the leader, partners and _ associates. 
or stockholders, it requires a special Remove any one of these and the struc- 
knowledge of the practical considera- ture is at once weakened. If all 
tions and legal questions involved, and financial institutions in which the loan- 
careful, intelligent study of each case. ing of money forms an important part 
Business insurance is a rapidly grow- would insist upon insurance protection 
ing branch of the business, widening in addition to first-class collateral their 
the field of usefulness of both the com- operations could with safety be extended 
panies and agents, and affording to the and a more important service rendered 
agents additional opportunities in return their respective communities. 
for special service, study, and ability. (II) The perpetuation of a business. 
To organize a great business institution 
involves a wonderful exhibition of hu- 
By man effort, especially among mercantile 


concerns where the original owner 
ASA S. WING 


. : started with practically nothing but 
— Provident Mutual pluck, the same firm growing to become 
ire 


a powerful factor in the community. In 
the past when the founder of a great 
business died his undertaking as a rule 
came to an end at the same time, but 
now incorporation creates permanence 
and spreads responsibilities over a much 
wider field. Business Insurance has 














More and more it must be realized 
by business men that a going business 
should be protected by insurance from 
the loss sure to come to it by the death 


of one or more of those who supply much to do with the perpetuation of 
the brains which make the business a corporate effort, enabling the survivors 
success. They have learned that fire to purchase outstanding shares without 
insurance is necessary for their build- interfering with the funds invested in 
ings; it is our business to teach them the business itself. The survivors are 
that business life insurance is as neces- thus enabled to assimilate large holdings 
sary for brains worth insuring. and replace them for the benefit of the 
: - ~ business. 

carry the message of adequate busi- (III) The conservation of estates. 


ness protection into all 


country. 


parts of the The entire estate of an individual is fre- 
quently tied up in his business, either 
There is a value to be placed upon a corporation or a partnership. So long 
the human asset in any’ business, as he lives his interests are productive 
whether the capital be twenty thousand and his estate continues to grow. At 


dollars or two millions, for in every his death, however, the value of the es- 
business there is need for something tate frequently decreases, praticularly 
that will replace, as nearly as money’ where the investment remains in a busi- 
can, the equivalent of the producing ness already weakened by the loss of an 
brain, buying brain, selling brain, or- associate. Business insurance, coupled 
ganizing brain, and financial brain with suitable articles of agreement pro- 
values. viding for complete dissolution on a 


——- cash basis will generally conserve an 
estate and at the same time place con- 
trol of the business in competent hands 


LOWER FEMALE AGES 


The Missouri State Life will consider 


applications on female risks, ages 10-14, where it rightfully belongs. 
on twenty-year endowment or higher The strongest arguments, therefore. 
premium plans. The standard of selec- for business insurance seem to be: (I) 


tion will be high, The maintenance of credit; 


(II) The 





WILLIAM J. GRAHAM 


Who Got the Letters From Presidents 
Reproduced on This Page 





By 
PHILIP BURNET 


President, Continental Life 











The chief thing about business insur- 
ance which presents itself to my mind, 
is the fact that in the main, we are 
touching only the more obvious and 
outstanding needs of business for life 
insurance protection, and failing, in most 
instances, to reach the real core of the 
situation as a whole. 

Nor is it possible to reach the core 
of the needs of any particular business 
without the most careful, painstaking 
and intelligent analysis of all the factors 
involved, including, primarily, the nature 
of the particular business without the 
most careful, painstaking and_ intelli- 
gent analysis of all the factors involved, 
including, primarily, the nature of the 
particular business, its capital require- 
ments, its actual financial condition in 
detail, and, finally, each of the human 
factors in their respective relation to 
the whole. 

Such analysis, it seems to me, requires 
the mind of the successful banker super- 
imposed upon that of the life insurance 


man; and the more closely our special- 
ists in business insurance approximate 
that type, the more successfully will 


the essential needs of their clients be 
disclosed and protected. 





By 


WALTER LE MAR TALBOT 
President, Fidelity Mutual 
Life 








Several days ago, in congratulating 
one of our best writers upon the fact 
that he had led our entire field for 
January and February, I suggested that 
the rest of the men would be glad to 
have an expression from him which 
would impart to them the secret of his 
success. He promptly replied: ‘Tell 
them my recent success has been due 
entirely to applying life insurance to 
business needs.’ 

This, it seems to me, is a more con- 
crete and convincing contribution to 
your symposium than if I were to send 
you several thousand words expressing 
my own opinion of business insurance. 





s; (IIT) The 


sieaibiaiititans of cenaiieaibine: 
conservation of assets. 
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Ad Agency Officer 
Raps Insurance Agents 


MANY OF THEM NOT QUALIFIED 


E. M. Pratt, Philadelphia, Thinks Word 
“Agent” Has Unfavorable Public 
Reaction and Is Handicap 


E. M. Pratt, of Philadelphia, whose 
agency (Marschalk & Pratt), handles 
the national advertising of the Provident 
Mutual, told the Philadelphia Sales Con- 
gress how to lay the proper foundation 
of advertising life insurance through the 
life insurance salesman. 

Mr. Pratt does not approve of the 
word “agent.” He does not think the 
term “agent” is in good standing with 
the public as applied to life insurance 
selling and he further said that 
technically the life insurance  sales- 
man is not properly or legally the 
agent for his company. When the pub- 
lic hears the word “agent” there is a re- 
action that is undesirable. 

“The average man will see a salesman 
at any time, but will not see a life insur- 
ance agent,” said the speaker; therefore, 
the word is a handicap. Mr. Pratt was 
listened to politely at this point, but old- 
fashioned agents who have sold millions 
of insurance, proud of the title “agent,” 
did not agree with him. 

Many Talks Are Mediocre 

Next Mr. Pratt said that life 
ance needs better salesmen. 








insur- 
Many of 





EK. M. PRATT 
them “expound the doctrine of medioc- 
rity.” Continuing, he said: 

“There are in this country something 
over 1,100,000 sales people in all lines of 
business. Of this number something in 
the neighborhood of 30,000 are employed 
by one insurance company alone. Exact 
figures as to the number of insurance 
salesmen are not available. The most 
accurate estimate places the figure at 
185,000, or approximately 15.7 per cent. 
of the total salesmen in the country, and 
about .2 per cent. of the entire popula- 
tion. It is obvious, however, that in the 
sale of insurance alone there is a goodly 
proportion of the total sales personnel 
of the United States employed. 

“For the remaining businesses, of 
which there are 270 odd thousand rep- 
resenting the interchange of every dol- 
lar’s worth of merchandise and service, 
there is a far smaller proportionate num- 
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WE WANT MEN 


to represent us in Delaware, Mary- 
land, Vermont, Maine and Penn- 
sylvania as managers, agents, etc. 
We are operating in 38 states and 
in the East we are pushing an ex- 
pansion drive. Now is the time to 
close with us on favorable terms. 
Any man of experience can, with 
our exceptional co-operation, build 
up a splendid general agency. 


Founded 1897. Look us up 


Wire or write for particulars 
Correspondence confidential if desired 


THE BANKERS RESERVE 
LIFE COMPANY 


ROBISON, Pres'dent 
R. C. WAGNER, Secretary-Treasurer 


OMAHA, NEBRASKA 












































ber of individuals-per-dollar actively en- 
gaged in the selling transactions. 

“The conclusion must be accepted that 
the relation between the number of in- 
dividuals selling and the dollars’ of 
merchandise transacted is far less 
economical in the insurance business 
than in the average business. 

Asks Some Questions 

“From an outsider’s point of view, the 
great need is for wider knowledge 
among insurance salesmen. 

“Do you know, for example, that it 
is possible, under a certain set of cir- 
cumstances, for an estate to suffer 130 
per cent. in inheritance taxes? Do you 
know what those circumstances are? 
Do you know the advantages of being 
able to advise your clients as to the 
proper application of insurance to the 
payment of these inheritance taxes? 

“Do you know, based upon actual, 
salable facts, the amount of insurance 
required to cover specific instances of 
business insurance? 

“Do you know that it is practically 
always possible to sell more insurance 
to an individual for his personal re- 
quirements when you arrange the pol- 
icy, not for a total lump sum, but for 
a specific application to each individ- 
ual requirement that may arise in the 
form of separate policies for such? 

“Do you follow your policyholders and 
expand their insurance to meet changed 
conditions as they progress in social and 
economic position? 

“Do you understand fully the condi- 
tions under which the insured should 


purchase so-called ordinary life and the 
endowment form? 

“These are but a few of the technical 
problems involved in the sale of this 
most complicated commodity—life in- 
surance, 

Favors Cold Canvass 

“The matter of securing prospects is 
an ever-present problem. There are ob- 
vious methods and obvious sources 
which every company transcribes and 
places in the hands of its salesmen. 
Following this plan represents the ex- 
pensive shot-gun method whereby the 
expectation of business is limited to the 
law of averages as opposed to the rifle 
method, by means of which good pros- 
pects only are selected and called on. 

“And cold canvass—why not? Do you 
know of any individual of man’s estate 
who should not have some form and 
quantity of insurance? . 

“The records are full of generous re- 
turns to salesmen following the cold 
canvass method. 

“The point is this: When the insur- 
ance salesman asks his general agent or 
his district manager or his home office 
to furnish him with prospect lists he 
is, in effect, confessing his own inabil- 
ity and asking someone to prop him up. 

“The salesman’s duty does not begin 
at the threshold of a prospect nor end 
at his departure; nor does it begin and 
end with his calling list of social friends. 
It must start with the location of the 
threshold and end only with the first 
premium. 


(Continued on page 8) 


P. F. Clark on Sale of 
Bequest Insurance 


SAYS IT IS IN ITS INFANCY 





Inheritance Taxes Have Lessened Num- 
ber of Bequests; How Insurance 
Solves Situation 





Paul F. Clark, who after a successful 
career as an agent in Baltimore went to 
Boston and became one of the leading 
general agents of the country, his com- 
pany being the John Hancock, made 
the statement in Philadelphia last week 
before the Sales Congress that the en- 
actment of the inheritance tax laws has 
made it increasingly harder to raise en- 
dowment funds through the bequests of 
those interested in such _ institutions. 
Funds which were designed for the phil- 
anthropies must be diverted to taxa- 
tion channels in many instances. 

Mr. Clark pointed out how life insur- 
ance comes to the assistance of those 





PAUL F. CLARK 


who want to leave bequests. He gave 
many other interesting illustrations to 
bring out his points. 

While a bequest through a will is in- 
variably withheld for a year or more, 
during which time the institution is de- 
prived of the use of the income there- 
from, life insurance becomes payable 
in cash immediately at death or at the 
end of an endowment period. 

Premiums paid on life insurance pol- 
icies are allowable deductions from gross 
income when the beneficiary is a char- 
itable corporation, exempt from tax, 
provided the total sum of charitable gifts 
does not exceed fifteen per cent. of the 
taxpayer’s annual income. 

Many bequests have failed of their 
purpose or been greatly reduced be- 
cause an estate did not materialize as 
anticipated. Life insurance, on the other 
hand, guarantees sufficient funds to 
carry out the wishes of a testator. 

Many persons. charitably inclined 
often indefinitely put off making be- 
quests because of a natural aversion to 
drawing or altering a will. These may 
be made from life insurance without 
interfering with a will in any way and 
would even hold if a donor were intes- 
tate at death. 

The contesting of wills providing large 
charitable bequests is common, but life 
insurance is not subject to litigation of 
this kind. One may alter a will pro- 


(Continued on page 10) 








The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Columbian National Agents are in a position to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capita], surplus and highest standard of reserves. 
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PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, - 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 























& 
Unwise to Struggle 
Against Insurance 





A  PROFESSOR’S SALES’ TALK 
Successful Agent Senses Experience 
Which Time May Bring, 


Says H. W. Hess 





Professor Herbert W. Hess, head of 
the merchandising department of the 
Wharton School, University of Pennsyl- 
vania, discussed the human aspects of 
life. insurance salesmanship in a_ talk 
before the Philadelphia Life Insurance 
Sales Congress last week. His epigrams, 
some of which are reproduced herewith, 
were vigorously applauded. 

The insurance agents’ task is to break 
through the period of life when robust 
health and security are strongest. It is 
to compel the prospect to face the fact 
that “without vision the individual per- 
isheth.” When men and women are in 
the prime of life enjoying health and 
happiness it is difficult to realize that 
the future holds in store experiences so 
pitiless as to break and destroy the pres 
ent picture of peace, success and am 
bition. 

The struggle against 
struggle against wisdom. 

“T would say that insurance has come 
to mean the wisdom of the human race 


insurance is a 





DR. HERBERT W. HESS 


put at the service of the individual in 
order that his hfe from the cradle to 
the grave might be protected and safe- 
guarded against the unknown and un- 
certain,” he said 


The Agent’s Vision 


\n insurance policy should be = sold 
by impressing upon the prospect’s mind 
the fact that its purchase is related to 
Values seen and unseen, predictable and 
unpredictable, with respect to his entire 
lite \ policy looks beyond immediate 
tacts, and shows its value as having re 
lation to larger and more distant values. 
rhe far-reaching scope of insurance re- 
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PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 


ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
af TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 


A. MOSELEY HOPKINS 
Manager of Agencies 











lates to moments of personal distress 
when death has laid the worker low. It 
relates to those human experiences 
when money is necessary to buy a home 
or money is needed to send the son or 
daughter to college. It may relate to 
that time when a business needs to be 
saved or protected. Successful sales- 
men are those who have the ability to 
get the prospect to sense the experi- 
ences which time is likely to bring. The 
successful salesman is he who establishes 
a vision so propelling as to compel the 
prospect to feel that he is going against 
the parenthood and wisdom of his gen- 
eration by refusing to accept the stipu- 
lated advantage of an insurance policy. 

“In selling insurance your own experi- 
ences and the experiences of others 
should be brought to the mind of your 
prospect in a convincing manner,” he 
continued, “It is your task to bring pic 
tures of the actual service which insur 
ance has brought to others into the 
present lite of the prospect. Your other 
task is to force conviction regarding the 
insecurity of the present as a result of 
the past which compels your prospect to 
think of the future. In a broad sense 
you are educating your prospect with 
respect to experiences of the past, false 
illusions of the present and average hu 
man failings pertaining to the future. 
Your sales talk aims to preserve through 
time, individual independence, security, 
and happiness. Every normal human be 
ing feels these elements as vital to life 
itself. Insurance salesmanship has to 
bring home the fact that due to the 
inevitable pressure of change in the af 
fairs of life, these noble attributes will 
be lost if not protected.” 

The purchaser of an insurance policy, 
in the purchase of that policy, is buying 
the experience of the human race with 
respect to his own future self-preserva- 
tion. Past, present and future of one’s 
life must be forced into a conviction 
that modern intelligence demands con- 
sistency. To be consistent means that 
every normal man and woman will be 
compelled to seek protection at certain 
definite points. The process of selling 
this idea of conviction to a prospect is 
to bring such pressure as to compel 
him to see that insurance companies 
alone have specialized in seeing to it 
that every dollar turned into its treas 
ury is set to work scientifically to pro- 
tect lus life through a contractural re- 
lation with respect to the vicissitudes of 
his individual life. 

In a world of incessant experience it 
is the task of insurance science to tab- 
ulate the facts of personal observation 





BERLET 


Handled Publicity 


Ihe Philadelphia Sales Congress got 


ane 


lots of publicity not only in the daily 
papers of that city, but also in the in- 
surance papers. KE. J. Berlet, manager 
olf the Guardian Life, can plead guilty 
jor the fine amount of space obtained 
as he was in direct charge of publicity. 
and experience. It is the further task 
to reduce these tabulated facts to a ba- 
sis of truth and principles so that com- 
ing generations may profit by the ex- 
periences of others. When your insur- 
ance company does this your product is 
an insurance policy. 

Insurance salesmen can become in- 
creasingly effective according as they 
succeed in getting the prospect to feel 
the truth of the experiences of others 
as applicable to their own life with 
respect to security in a world of inces 
sant changes. 

The insurance salesman should never 
lose sight of the character development 
elements in the sale of his policy. Char- 
acter always indicates decision, firmness 
or will and habitual right action. 


When you attempt to force a man 


to face the distant future; when you es- 
tablish a vision of the probabilities of 
his trials, difficulties and thwarted ambi- 
tions; you are calling upon his manhood 
to defend himself against the disintegrat- 
ing experiences of time. Character is 
in the making as you appeal. Why? Be- 
cause you are testing his intelligence to 
the point of conviction on the one hand 
and his character in relation to duty, 
responsibility and self-esteem on the 
other. 

Mere intellect does not get action. It 
is the ability of the insurance salesman 
to lift the prospect out of the present 
into a feeling regarding the place of in- 
surance with respect to his hopes and 
aspirations, instincts, loves, aims, and 
responsibilities which constitute the 
force which finally moves him. Vision! 
Vision! Vision! How to build a pic- 
ture of the future so real as to get a 
wish incentive on the part of the pros- 
pect to do the intellectual thing in re- 
lation to the hopes and aspirations is 
the task. 


Ad Man Raps Agents 
(Continued from page 7) 


“Too often the insurance salesman 
considers the problem of conservation 
as a home office problem. This is either 
the result of thoughtlessness or indif- 
ference. Conservation is as much a 
sales problem as is a new prospect. 
And, furthermore, the personal contact, 
without which conservation frequently 
cannot be maintained, results in a sur- 
prising acquisition of additional insur- 
alice, 

Advertising 


“The problem of co-operation be- 
tween advertising effort and selling is 
as old as advertising and selling them- 
selves. As in the case of securing lists 
of prospects, and beyond the gener- 
alized stereotyped plans that the home 
office prepares, it again becomes almost 
solely a question of individual initia- 
tive, Imagination and energy. 

“The moral of every paragraph pre- 
ceding may be summed up in the state- 
mient that the selling problem of life 
‘surance today is not a matter of cost 
of life insurance, application of life in- 
surance, nor the receptivity of the pub- 
lic to life insurance, but rather a mat- 
ter of the men who sell it. they must 
become more independent, they must be 
original, resourceful and energetic. 
These qualifications, be assured, are no 
more than are required for successful 
selling in any other line of business. 

“The best advertising that any insur- 
ance salesman can do for his company, 
his product or himself, consists in a 
better knowledge of life insurance and 
a better presentation of his subject 
which will bring about a changed and 
far more favorable public attitude to- 
ward insurance as a whole and toward 
the insurance, salesmen.” 


PLAN EQUITABLE CONFERENCE 

The Equitable Society will hold a big 
business conference of its field repre- 
sentatives at the home office August 18 
to 20. Those who attend will quality 
on a production basis. 





Office for information. 


since 1878. 








MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 


Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


A few agency openings for the right men. 





Faithfully serving insurers 














vicinity. 


Write 


given, 


A BIG COMPANY 
HAS A BIG OPPORTUNITY 
FOR A BIG MAN 


We want a man of Vision, Ambition and Experience 
in Organization work to take charge of Philadelphia and 


To the RIGHT man exceptional opportunity will be 


A. B. C., c o Eastern Underwriter 
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Satisfied Curiosity 
By Demonstrating Sale 


MRS. PATRICK’S BRIGHT TALK 


New York Life hued Illustrates Phila- 
delphia Sales Congress Talk With 


Anecdotes 





Mrs. Laura B. Patrick, of the New 
York Life in Philadelphia, was on the 
program at the Philadelphia Life Insur- 
ance Sales Congress in the afternoon 
session. She discussed selling from the 
woman’s standpoint. Sometimes she has 
had to face this objection from a hard- 
boiled prospect: “I don’t want any in- 
surance. I would not stake my wife to 
another man. for a_ nickel.” 

Her answer to this argument is that 
he not only has a duty to protect his 
wife, but if he does that adequately, 
“She would not be interested in an- 
ether man; she would want to live with 
splendid memories of you.” 

Returning from a life insurance con- 
vention, most of the passengers on the 











MRS. LAURA B. PATRICK 


train being men agents, there was one 
woman on board, who joined Mrs. 
Patrick when she alighted and walked 
along the station platform at Banff, 
Canada. The woman asked her: 

“Are you the wife of one of the in- 
surance men?” Her reply was: “No, 
I'm one of the men.” 

“Do you sell insurance?” 

“That is my business.” 

“Won't you please tell me how you 
do it?” 

“Introduce me to your husband and 
I'll show you.” 

This resulted in the sale of a policy 
which had a $500 permium. 

Mrs. Patrick said she got as much 
out of an Ella Wheeler Wilcox poem as 
anything she could recall. She recited 
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SIGOURNEY MELLOR 


In Charge of Program 
The program of the Philadelphia 

Sales Congress was in charge. of 

Sigourney Mellor, agent of the Provi- 

dent Mutual, one of the leading pro- 

ducers of that city and formerly a gen- 

eral agent here of the Provident. The 

consensus of opinion was that he had 

done a yood job and provided an at- 

tractive lot of speakers. 

it. The first stanza reads as follows: 

There is no chance, no destiny, 
no fate, 

Can circumvent or hinder or control 

The firm resolve of a determined 
soul. 

Giits count for nothing; will alone 
is great. 

All things give way before it soon 
or late. 


BUILDING DELAYED 

The Life Insurance Company of 
Virginia had hoped to occupy its new 
eleven-story office building at Tenth 
and Broad Streets, Richmond, some 
time this spring, but the prospects now 
are that it will not get into the building 
until midsummer, completion of the 
structure having been delayed by dif- 
ficulty in getting certain material for 
the interior. The first five floors and 
the top floor will be occupied by the 
company. The others will be rented 
out. The company will also continue 
to occupy its present home office build- 
ing which adjoins the new building. 
This is a five-story building. 




















American Central 


Insurance Company 


INDIANAPOLIS 


Retablished 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


Life 














Why 
WRITE ACCIDENT 


Because 


The Accident Line 


supplies an effective approach for a Life 
Insurance solicitation. 


Provides 


a ready-made list of Life prospects—full 
information is in the Accident applica- 
tion. 


Widens 


the Agent’s contacts, exposing him to 
more sales. 


Develops 


and maintains Life clients; Accident 
Insurance is income insurance and 
guarantees that there will be money to 
meet Life premiums, whatever befalls. 


eo 
Furnishes 
a regular and substantial income, with 


persistent renewals, which pay the full 
first year commissions. 


There’s a Missouri State Life Accident Policy 
to Fit Every Risk 


Agents whose companies do not write Accident Insur- 
ance can sell the Missouri State Life Accident Line 
under a liberal contract direct with the Company on 
the same basis as our regular Agents. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 


Home Office: Saint Louis 


LIFE ACCIDENT HEALTH GROUP 
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Selling Bequest 
(Continued from page 7) 

viding for an intended bequest, perhaps 
only for a temporary reason, and never 
restore it, but through a life insurance 
policy this would be impossible without 
the knowledge of the beneficiary. Many 
institutions depending upon bequests 
once promised have been disappointed in 
finding them: altered or never actually 
made operative by the will of the ex- 
pected donor. 

Small Bequests 

The life insurance policy, payable ab- 
solutely, has collateral value also, 
through the ever-increasing cash surren- 
der value. Where an insured has been 
unable to continue a policy for the 
benefit of a particular donee, the in- 
stitution might have the advantage of 
this cash surrender value. 

Many persons leave nothing to a 
charity in which they have long been 
interested because of their hesitation in 
leaving an insignificant sum. On _ the 
other hand, they would gladly make a 
small contribution annually and thus 
leave a sum well worth while at death 
or at the end of an endowment period. 





J. W. 
Chairman, 


CLEGG 
Finance Committee 
For example: A bequest of $1,000 might 
be provided in this way, and since it can 
be created by the payment of from $25 
to $100 annually, it is within the means 
of almost any one. Many institutions 
are today receiving bequests in this way 
irom benefactors who otherwise would 
have left them nothing. 

Many bequests entail burdensome obli- 
gations upon the recipient, and the re- 
strictions make such bequests almost 
valueless. A life insurance policy could 
carry no such restrictions and is a clear, 
clean, cash asset—free from any such 
encumbrance. 
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salesman. 


buyer. 


Careful Selection 
Scientific Supervision 





HOME OFFICE 


First policy 
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Double the Business 


with less than 
A Quarter of the Salesmen 


A review of the decade in which this has 
been accomplished shows: 


1. Increasing income to the 


. Decreasing cost to the 


of the last three years. 


. More co-operation with 
our salesmen than ever 
before through 


2 
3. Dividend Increases in each 
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Direct-by-mail Advertising 


National Advertising 


PHOENIX. MUTUAL 


LIFE INSURANCE COMPANY 
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Required Training 


HARTFORD CONN. 





issued 1851 
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One of the difficulties in securing be- 
quests of any kind has always been 
finding those who possess the necessary 
qualifications for soliciting and the time 
in which to do it. Agency organizations 
of insurance companies, on the other 
hand, often themselves actively interest- 
ed in the charity in question, can be util- 
ized in the promotion of the fund without 
any expense to the institution, greatly 
relieving busy directors or trustees of 
such institutions from the onerous duty 
of raising funds. The company writing 
such insurance is even willing to plan 
the program—in fact, to take over all 
of the work necessary to such a cam- 
paign. 

The policies may be purchased on 
either one of two bases: first, on the 
life plan; that is, maturing at the death 
of the donor; second, on the endow- 
ment basis, with some definite date of 
maturity. On the latter the funds will 
certainly become the property of the 
donee at the end of a fixed number of 


years, while on either the policy be- 
comes payable at the death of the donor. 


Insurance Endowment Funds 


The insurance endowment — fund 
should in no way be confused with the 
regular contributions made annually by 
those interested in a given charity, the 
insurance plan being proposed for the 
perpetuation of the financial assistance 
of those who are now, during their life- 
time, making the work of the particular 
organization possible, which help would 
normally terminate with their death. In 
this way a great endowment fund could 
he created which would live long after 
the present benefactors, and greatly 
augment the annual expense fund of fu- 
ture contributors. 

The endowment insurance idea _ will 
also appeal to many who are not now an- 
nual contributors, since there are many 
not inclined to give annually for regu- 
lar expenses, who would like to leave a 
memorial fund for a specific purpose at 


their death, or at the end of an endow- 
ment period. 

There are various types of institutions 
to which endowment funds through life 
insurance appeal—the three principal of 
which are the following: 

1. The college or private school 
(which includes university, col- 
lege, preparatory school, academy, 
finishing school, school of voca- 
or training, graduate schools, 
etc. ). 

There have been numerous forms of 
insurance used in the creation of class 
endowments and alumni endowment 
funds, but after having considerable ex- 
perience with both groups, we have 
worked out a very definite plan which 
we feel is as near perfection as can be 
cbtained. 

2. Religious, social and civic institu- 
tions (which include church, club, 
lodge and various civic organiza- 
tions). 

Institutions coming in this classifica- 
tion require. in our opinion, a treatment 
different from those in Class I, not only 
as to type of policy, but also plan of 
sale, etc. 

3. Charitable organizations (which in- 
clude hospitals, organized charities 
of various kinds). 

“Again a different method of handling 
this type of case is necessary, than for 
either of the above,” he said. “It has 
been our experience that organizations 
supposedly maintained by political units, 
such as city or state, are very difficult 
institutions for which to solicit insur- 
ance; on the other hand, an institution 
maintained by private donation or by 
joint contribution of government and 
private enterprise is one of the easiest 
types for which to obtain bequest in- 
surance. 

“I feel that life insurance for institu- 
tional. endowments is only in its in- 
fancy.” 


RESULTS FROM LITERATURE — 

The Union Central Life has one piece 
of company literature, “A Life Insur- 
ance Program,” a copy of which was 
written for by more than 17,000 policy- 
holders of the company last year. This 
has been one of the most successful 
pieces of literature used by the com- 
pany and gives excellent leads to old 
policyholders on the program idea. Re- 
turn post cards are enclosed with 
premium notices or other communica- 
tions to policyholders. 


COMPANY BROADCASTS 


The Western and Southern Life of 
Cincinnati, has arranged for the broad- 
casting on Sunday evenings through the 
Cincinnnati station WLW, of musical 
programs. Vice-President Clyde Y, 
Johnson announces that this is done 
through the Welfare Association of the 
company composed of employes. 


During 1923 the National Surety Com- 
pany wrote $102,668 of premiums in 
Maryland and paid for $38,181 losses. 





SAFETY 


investments. 
SERVICE 


organization. 


Founded 1867 





SAFETY, SERVICE AND STABILITY 


Attract Prospects and Increase Agents’ Clientele 
Guaranteed by careful selection of risks and 
Provided by an efficient and progressive 


STABILITY Assured by conservative business policies. 





Insurance in Force Over $350,000,000 


For Information Concerning Contracts Address Agency Department 


Home Office: 
Des Moines 
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and Interest. 
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LOOK! 


Here is graphic evidence of Penn Mutual progress in 1923: 


Paid-for 
1923 . $190,320,529 
1922 . 157, 193; 448 
1921 . 136, 509, 538 
1920 . 174, "931, ‘all 
1919 . 159,711,554 


A forward leap of $23,000,000 in a single year does not “just happen.” 


Service and equipment profitably improved and added to in 1923. 
Other improvements in 1924, including effective increase in Dividends 


There’s comradeship between Home Office and Field in Penn Mutual 
A good organization to work for and with. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1817 
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Interest Payable 
Under Settlements 


FACTOR OF EXCESS INTEREST 


Actuary Young Discusses Points In- 
volved in Settlement Options of 
New York Life 


Many inquiries are received by the New 
York Life as to the operation of its Op- 
tion 3, which provides an income for a 
fixed period of 20 years and for as many 
years thereafter as the payee shall survive 
and the results, especially the amount of 
excess interest, are discussed by Actuary 
William Young in the following: 

The amount of the income under Option 
3 depends on the attained age of the 
payee at the time of the insured’s death 
or on maturity as an endowment. The 
amount of the excess interest also depends 
on the then attained age of the payee. 

The policy provides that, if in any year 
the company for that year declares in- 
terest at a rate greater than 3% upon 
funds held by it under the optional meth- 
ods of settlement, the sum payable under 
Option 3 within the fixed period of 20 
years shall be increased accordingly. 

In 1924 the company is paying interest 
upon such funds at the rate of 444%, and 
the illustrations which follow will there- 
fore be based on 44%4%,. The figures in 
the illustrations will not apply if the rate 
of interest declared by the company is any 
other than 44%%. 

The amount of the excess interest and 
how it is figured will be clear from an 
example: Assume that the payee is aged 
50 at the insured’s death and that the 
amount of the insurance is $10,000. ‘The 
table in the policy under the heading 
“Option 3” shows that the guaranteed in- 
come will be $566 for the fixed period of 
20 years and for as many years thereafter 
as the payee shall survive. The table 
under Option 2 in the policy shows that 
a fund of $10,000 will purchase a guaran- 
teed income for a fixed period of 20 
years of $652.50 per annum. The amount 
required to provide an income of $566 for 
a fixed period of 20 years only is by propor- 
tion $8,674. Of the fund of $10,000, 
therefore, $8,674 is the equivalent of the 
annual income of $566 for the fixed period 
of 20 years, and $1,326 is the equivalent 
of the annual income of $566 for the re- 
maining lifetime of the payee. 

At the insured’s death the company has 


a fund of $8,674 which with 3% interest 
will provide an annual income of $566 
for the fixed period of 20 years. A pay- 


ment of $566 is made immediately, leav- 
ing a balance after that payment of $8,108. 
The interest for the first year is $364.86 
at 414% ; 3% of $8,108 (i. ©, $243.24) 
is required to provide the guaranteed in- 
come, and the remainder $121.62 is the 
excess interest payable at the end of the 
first year on the 414% basis. 

After payment of the Sth instalment of 
$566 the balance of the fund that is left 
and which earns excess interest is $6,757.- 
69. Interest at 41%4% on this fund is 


$304.10. The interest required to main- 
tain the guaranteed income [at 3%] is 
$202.73. It follows that the excess inter- 


est pavable at the end of the 5th year is 
$101.37 on the basis of 414%. The last 
payment of excess interest is at the end 
of the 19th year when’ the 20th income 
Payment of $566 is payable. If the payee 
is living at the end of the 20th year, $566 
Is payable, but there is no excess interest 
Payment and the income of $566 continues 
annually thereafter during the remaining 
lifetime of the payee without any excess 
terest payment. : 


S. J. BRADFORD’S PROMOTION 


S. J. Bradford, hitherto manager for 
the West of England for the Canada 
Life (branch office at Bristol), has as- 
sumed the agency superintendency for 
the whole of Great Britain, with head 
quarters at St. James’ Square, London. 





Massachusetts Mutual. 


| to any real worker in the field. 





A Company With Friends Everywhere | 


| The agent who is selling insurance in this Company, which for seventy- 
| three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
| testifying that there is no better company in the 

Its enviable record for service and the low net 
| cost of the protection furnished make a combination that assures success 


JOSEPH C. BEBAN, Superintendent of Agencies 


MASSACHUSETTS 
| LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


Incorporated 1851 


land than the old 


MUTUAL 








GILMAN’S RELAXATION 


Wouldn’t Be Bothered Talking Insur- 
ance at Ball Game; Got In His 
Inning Later 
Charles C. Gilman, former president 
of the Boston Association of Life Un- 
derwriters, kept the Philadelphia Life 
Insurance Sales Congress last week in 
gales of laughter by telling the latest 
group of stories he has heard since his 
last appearance before insurance or- 
ganizations. His title was “Selling By 
Exposure,” exposure being the agent’s 
direct contact with the public through 
membership in clubs and = other or- 

ganizations. 
The heartiest laugh he obtained was 
when he told about going to a_ ball 


game in Boston with a group of es- 
pecially selected people for the after- 
noon, most of them being men with 
large incomes. Between two of the 


innings, one of the men in the party 
asked Gilman some question about life 
insurance. Gilman reproved him by 
saying: “Sorry, | can't talk business as 
I closed my desk at 3 o’clock this after- 
noon and called it a day. I belong to 
the Schwab-Rockefeller-Gary school of 
recreation; when we relax, we relax.” 

A tew days later, however, he man- 
aged to call on this man to carry out 
the insurance conversation in a_pro- 
fessional manner and sold him $300,000 
of business insurance. 


That a-stepchild has an insurable 
interest in the stepfather’s life, if he 
stands in loco parentis to it, is held in 
Young v. Hipple, 273 Pa. 439, 117 Atl. 
185, annotated in 25 A.L.R. 1541, on in- 
surable interest of foster child or step- 
child in life of foster or step parent, 
or vice versa.—“Case and Comment.” 


Jack Stein, Hattie Stein and E. J. 
Gould of this city have incorporated the 
brokerage firm of Jack Stein, Inc., with 
a capital of $20,000. 


ONE LEAD LANDED 85 CASES 


Miss Ditzler’s Endless Chain Success; 
Miss Shapiro Also a Speaker In 
Philadelphia 


Emma H. Ditzler, of the Connecticut 
Mutual in New York (Fraser Agency), 
repeated in Philadelphia last week the 
good impression she made at the New 
York congress. She told how she had 
determined at the beginning of last year 
to wrife one hundred ‘applications dur- 
ing the twelve’ months; how her quota 
was arranged and her time divided. 

A year ago last Summer she insured 
a man in a large institution and after 
he had given his application she said: 


“You have a large number of young 
people here. I should like to talk to 
them about my little thrift plan. I 
wonder if vou will give me a_ few 


names.” He agreed and eighty-five cases 
have resulted from that one lead. With 
her the endless chain plan has accom- 
plished most desirable results. 

Mary Z. Shapiro, Travelers, New 
York (P. F. Huff, agency), was called 
upon to make a three-minute talk. She 
briefly and effectively. told of some of 
her large cases. 


TRAVELERS GETS STEEL GROUP 


The Donner Steel Co., of Buffalo, has 
taken a group policy with the Travelers, 
the business having been placed through 
Messrs. Seymour & Cryer, who are as- 
sociated with the Armstrong-Roth-Cady 
Co. The line covers 2,500 employes and 
the insurance will exceed $2,000,000. 


CINCINNATI AGENCY MOVES 


M. W. Mack, genera! agent for the 
Northwestern Mutual Life at Cincinnati, 
has moved his. offices. to the new 
Schmidt Building at Fifth and Main 
streets. The Cincinnati agency of the 
Northwestern has been under the same 
management for over forty-five years. 
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gage or other debts. 





| : Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 
The new policy contracts of the Provident Mutual make it easy for 
an agent to fit a policy to a definite need of his policyholder. 


The policyholder also finds it easy to understand that his particular 
purpose in taking the policy will be definitely carried out. ~ 


These policies are thus admirably adapted to an Ingurance Pro- 
gramme—for the protection of the policyholder’s family or of his own 
old age, through income—for the education of his children—for the pro-. 
tection of his business or of his estate—for the cancellation of a mort- 














Criticises “Principal 
and Interest” Forms 


POLICIES CALLED MYSTIFYING 





Actuary Explains How Results Are Ob- 
tained and Says Same Benefits Found 
In Other Forms 





A number of companies have put out 
policies of the general type of the “Prin- 
cipal and 6 Per Cent Income” recently and 
they are the subject of an analysis by C. 
©. Shepherd, actuary of the Missouri 
State Life. He says that the title is some- 
what mystifying and misleading and he 
gives the following illustration: 

John Smith may take out a $10,000 pol- 
icy naming his wife as beneficiary and 
provide that in lieu of a cash payment at 
the time of his death the proceeds of the 
policy shall be held in trust by the com- 
pany during the lifetime of his wife and 
at her death paid to his daughter. He 
may provide that the interest income on 
the proceeds shall be paid to his wife as 
long as she is living and the company will 
guarantee 3 or 3% per cent according to 
the policy and will increase these interest 
payments by excess interest dividends. 

This is a common plan and_ simple 
enough, says Mr. Shepherd. The only 
difference between this arrangement and 
the “Principal and 6 Per Cent Income” 
plan is an income equal to 3 or 2% per 
cent of the face of the policy beginning 
at the time. of the insured’s death if the 
wife is living and continuing throughout 
the remainder of her life. This is ob- 
tained through a survivorship annuity. 
Obviously the annuity payments are in no 
sense interest or earnings on the proceeds 
of the insurance. A survivorship annu- 
ity contract has no cash or loan values 
and the non-forfeiture values of the 
“Principal and 6 Per Cent Income” policy 
therefore do not differ from the yalues 
of the corresponding life contract. 


“We do not advocate the plan because 
we feel. there are two fundamental objec- 
tions to it,” Mr. Shepherd says; “first it 
is peculiarly susceptible of misunderstand- 
ing and misrepresentation as a 6 per cent 
investment; and,. second, the benefits are 
not ordinarily well adapted to.the needs 
of the insured’s family. We can give ex- 
actly the same benefits in combination with 
the advantages of our 5 per cent rate on 
trust funds by issuing a survivorship an- 
nuity in combination with our Ordinary 
Life or Limited Payment Life forms. Not 
only so, but the survivorship annuity may 
be written for an amount which will make 
the income equal to 7, 8, or even 10 per 


cent instead of 6 per cent of the amount 
of insurance.” 


Claude F. Dunfee, of Regina, Sask., 
heads the producers’ clubs of the Great 
West Life of Winnipeg, Canada. 








New Books Planned 
(Continued from page 5) 


their experience as a result of the com- 
mon interest meetings held throughout 
the country. These meetings, he said, 


were largely attended by bankers, 
clergymen and business men. 
Ernest J. Clark in discussing the 


profitable publication experience during 
the year also called attention to the im- 
provement in connection with the “Life 
Association News” which had large in- 
creases in both subscription and adver- 
tising departments. 

A slight change in the itinerary for 
the National Convention in Los Angeles 
was made by advancing the departure 
from Chicago to Monday, July 14, 
which would bring the party into Los 
Angeles Sunday, July 20. Reservations 
in connection with the convention are 
now coming in in large numbers which 


assures an attendance fully up to ex~- 
pectations. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















When a prospect has 


Getting once said “no” and 
Around given even an off- 
the “No” hand reason for de- 


ciding negatively, he 
is prompted to stick to it through pride 
in being consistent, says the Guardian 


Life. It is human nature, once we say 
a thing, to stick to it, iust to prove 
that “when we say a thing we mean 
Regd 


A snapned out “no” also crystallizes 
a state of belligerency. Once the curt 
“no” is out, the prospect feels that he 
is committed to being rude and ruth- 
less, and he will inevitably decide to 
fight it out along these lines. 

A negative response may be made 
thoughtlesslv but once it is uttered the 
prosnect will defend that “no” against 
anvthing you say. 

“No” is one of two 
one you do not want. Tf it projects 
itself before you have presented vour 
facts, vou are putting the cart before 
the horse in some way in your manner 
of opening up. 

Don’t start as though you were try- 
ing to get something settled. You're 
not! You are trving to get started. A 
“no” is a mean rock to stub your toe 


decisions. The 


avainst at the very start of an inter- 
view. 
*_ * * 
A successful life in- 
These surance salesman was 
Live telling recently how 
Hints he made use of this 


department of TH 
Factern TINDERWRITER He recognized 
that in the use of material of this kind, 
aimed to assist life insurance salesmen, 
it must necessarily be simple and ele- 
mentarv enough to appeal to the new 
agent and at the same time it must 
present the new and novel in the busi 
ness to interest the exnerienced agent 
who has been through the mill and 
knows all the fundamentals 
This man reads a ereat deal of sales 
information hecause he has been a long 
time in the business: much of this is 
old stuff to him. hut his experience has 
been that, tucked away in an article 
on some more or less trite subject, he 
may discaver a new application and 
this is all, he says, that anyone can 
hone to get. His method is to use a 
scrap-book. This is divided under top 
ical heads, such as “Prospecting,” 
“Openers.” etc. Tis copv of Tur Fast 
DFPWRITFR is sent to his home 
and when he comes across a good point 
while reading he clins it out and nastes 
it in its appropriate department. From 
time to time he goes to this scrap-book 
to freshen his sales talk. FEverv sales- 
man knows that there is a strong tend- 
encv to fall into routine and stereo 
typed phrases and arguments. These are 
ant to hecome mechanical and to lose 


FRN [Ts 


their force. It is to overcome this 

tendency that this salesman turns to 
his scrap-book supply of ideas. 

*_ * * 

There are three well 

Methods known methods of 

Used In getting prospects. 

Prospecting says the Missouri 

State Life, of St 

Louis, in discussing this subject of 


ever-present interest to insurance sales- 
men. 1. Cold canvass. 2. Endless chain. 
3. Centers of influence. The advan- 
tages of the cold canvass are obvious. 
To start with, a lot of time is saved in 
preparation. An agent can devote all 
of his time to actual selling. Mean- 


while he is becoming proficient in sell- 
ing a certain type of policy or service. 
But the courage and confidence cained 
by doing this type of selling will sur- 
pass the other benefits. 


«~The “endless chain” method is mak- 
ing use of the natural tendency to pass 
a good thing along. It consists in get- 
ting reference calls from the different 
friends and policyholders with whom the 
agent comes in contact. Suppose a 
friend sends him to three friends and 
that each one of these persons sends 
him to three more people, and these in 
turn send him to others. It can readi- 
lv be seen that more prospects will be 
accumulated than could ever be seen. 

In addition to having some one to 
call on, the agent is also able to get 
beforehand the facts necessarv for the 
interview. He has a point of contact, 
for he is acquainted with one or more 
of the prospect’s friends. An_ agent 
should not ask for the names of pros- 
pects as a personal favor, but on the 
basis of rendering a service. 

In using the “center of influence” 
method the agent obtains the constant 
co-operation of some one whose good 


will he has and who is interested in 
him to the exclusion of other life in- 
surance salesmen. A_ banker, vhysi- 


cian, clergyman, lawyer, policyholder, or 
any influential person who is in a posi- 
tion to give names and_ information, 
makes a good center of influence. The 
agent should strive to educate his cen- 
ter of influence by explaining his dif- 
ferent types of service. 


~ * &* 
Frank A Berthold. of 
Getting the New York office 
Into The of the Aetna Life, 
Inner Office tells of an interesting 


personal experience 
in which he used a step-by-sten method 
of getting the right contact with a man 
of wealth who wonld be a prospect for 
a large amount of insurance 
“T remember many vears 
the onnortunitv of getting acauainted 
with the chauffeur of a verv wealthv 
man. T took an interest in his insurance 
reanirements just as thouch thev were 
of large nronortions. therehy impressing 
him with the sinceritv of mv _ service. 
After our business had been consum- 
mated T asked him for an introduction 
to his sunerior, the private secretary. 
The chauffeur assured me that some 
morning he would arrenge to bring this 
gentleman to mv. office because he 
seemed to he interested in certain in- 
surance problems. One morning he did 
bring him and the result was a fairlv 
substantial nolicev written and a strong 
connection established 
“Through the secretarv T met the 
princinal, a man worth manv millions 
of dollars, who eventually requested me 
to insure his nephew. whose father at 
that time was a nartner in the leading 
Philadelphia banking house. This trans- 
action was consummated ona Jarge scale, 
in fact the biggest premium T had ever 
written up to that time. 


ago T had 


MADE HOME OFFICE ASSISTANT 

Henry G. Cundell, agency supervisor 
in the Gray General Agency in New 
York of the Connecticut Mutual Life, 
has been appointed agency assistant at 
the home office to work among general 
agencies in the eastern _ field. r 
Cundell is a graduate of Cornell Uni- 
versity and has heen very successful 


in the field. 





FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 








OPEN LIFE DEPARTMENT 





Patch & Co. Appoint P. O. Davis Man- 
ager; Move To New Offices in New 
Franklin Trust Building 

Patch & Co., of Phliadelphia, has 
just appointed as manager of its life in- 
surance department, Philip O. Davis, 
formerly associated with the Edward A. 
Woods agency of the Equitable Society 
at Pittsburgh. Mr. Davis is well quali- 
fied by experience and equipment for his 
new connection. Patch Co. is now 
occupying a suite of offices in the new 
Franklin Trust Building, Fifteenth and 
Chestnut streets. 


Fiske Raps “Abstractors” 


(Continued from page 4) 
place,” he said. “Excessive taxation is 
also an infringement on the interest of 
policyholders.” 

Mr. Fiske concluded by advocating 
the fullest entrance into civic, com- 
munity and welfare life by the agents of 
America. He contrasted the outstand- 
ing and highly respected position of the 
insurance agent today with his state 
when he went into the business half a 
century ago, when many _ ministers 
thought that to insure life was to fly 
in the face of Providence. He told how 
this opinion was gradually changed and 
described the satisfaction which agents 
got a couple of decades ago when Henry 
Ward Beecher and other clergymen of 
distinction wrote letters endorsing the 
institution of life insurance. 





“Write your 
name here, 
please”’ 


UT before a_ prospect 

hears these words, he has 
been told of the many benefits 
Life Insurance holds for him 
and his loved ones, and when 
he signs on the dotted line, he 
does so because of certain 
things he wants to accomplish 
in the future. 


An agent also is looking into 
the future when he writes his 
name on the dotted line of an 
agency contract. He wants 
liberal first year commissions 
and good renewals, easy to 
earn. He wants policies that 
are attractive, and he wants 
to be a man among men, and 
not merely a cog ina machine. 


If you are looking for such things 
—write in confidence to— 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 


Home Offices Cleveland, Ohio 














— 








Are You Big Enough 


to consider an attractive manager’s 
contract for Boston, Massachu- 
setts? 
An Eastern Life Insurance Com- 
pany with a reputation for square 
dealing and real co-operation with 
its agency force has a_ splendid 
opening for a man who is energetic, 
level headed, ambitious and capa- 
ble of handling and inspiring other 
agents. 
If you are the right man, a Home 
Office official will conduct all nego- 
tiations in a strictly confidential 
manner. 
Address Agency Department, 
c/o The Eastern Underwriter. 

















HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during 

Ue Wear 1925 p.sccvccevas eo $7,686,855 
Payments to Policyholders 

and their Beneficiaries in 

Death Claims, Endow- 

ments, Dividends, etce...... 5,871,544 
Increase in Assets.......... 2,401,507 
Actual Mortality 56% of the 

| amount expected. 

Insurance in Force.......... 247,373,210 
Admitted ASSES oo.csccec 48,655,222 


FOR AGENCY APPLY TO 


GEORGE W. MURRAY, 


Superintendent of Agents 


256 Broadway New York 




















Build Your Own Business 


under our direct general agency contract 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 
Oranaized 1850 

















to develop and hold their business. 
John Barker, Vice-President 


Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. . ‘ 
Its policy contracts give to each individual insurer full protection, safeguarding, 2 
the same time, the interest of all its policyholders. ; ‘ 
Has always extended reasonable assistance and encouragement to its representatives 


Frederic H. Rhodes, Vice-President 




















1924 





55 


7 


0 


—- we 








March 28, 1924 


THE EASTERN UNDERWRITER 


13 








Must Discontinue 
Expense Allowances 


STODDARD TELLS COMPANIES 





Payment Contingent Upon Production 
Violates Law, He Says; No Ob- 
jection to Convention Expenses 





Superintendent of Insurance Stoddard 
has notified the life insurance companies 
in this state that allowances for office 
or other agency expenses contingent 
upon the production of a_ specified 
amount of new business, are in viola- 
tion of Section 97 of the New York in- 
surance law and companies are called 
upon to discontinue such practices. The 
same objection does not apply to con- 
vention expenses. Superintendent Stod- 
dard’s letter to companies follows: 

“My attention has been called re- 
cently to the fact that a number of life 
insurance companies authorized to do 
business in this state have adopted a 
practice under which allowances for of- 
fice and other agency expenses are 
made contingent upon the production 
of specified amounts of new business. 
In my opinion, the reimbursement of an 
agent for office rent, clerical hire, and 
other similar expenses, where such re- 
imbursement is contingent upon the pro- 
duction of a specified volume of new 
business, must be considered to be in 
the nature of a reward or compensa- 
tion based upon the volume of new 
business. Accordingly, such expense 
allowances are prohibited by the pro- 
visions of Subdivision 4, §97, New York 
Insurance Law. 

“Agency expenses, such as those re- 
ferred to above, must necessarily be in- 
curred by an agent. Accordingly, if an 
agent should not be reimbursed on ac- 
count of his failure to produce the 
requisite amount of new business, his 
compensation would be reduced by the 
amount of such expenses. It would, 
therefore, be to the advantage of the 
agent to put forward unusual efforts to 
reach the required amount of new busi- 
ness production. In fact, in many 
cases it would doubtless be to his 
financial advantage to rebate, when the 
required amount of new business can- 
not be produced by other means. It is 
precisely such a situation that certain 
provisions of §97 were enacted to pro- 
hibit. 

“Tt should be borne in mind that the 
reimbursement for office and other 
agency expenses is of an entirely dif- 
ferent nature from the reimbursement 
for expenses to an agency convention. 
In the former case, it is to the decided 
financial interest of an agent to produce 
the specified amount of new business. 
In the case of agency conventions an 
agent is neither better nor worse off 
financially by reason of his qualifying 
to attend such a convention. In other 
words, if he does not qualify to attend 
the convention, the expenses will not be 
incurred. In the case of office rent, 
clerical hire. and other similar expenses. 
they will be incurred regardless of 
whether or not the allotment is reached. 

“Fach authorized life insurance com- 
pany is therefore requested to send a 
letter in duplicate to this office. stating 
(a) whether or not it has any ar- 
rangements for the payment of office 
or other agency expenses which are 
made contingent upon the production 
of specified amounts of new business: 
(b) the number of cases in which such 
arrangements have been made: and (c) 
the steps which the companv will take 
immediately to modify such arrange- 
ments, sq@ as to conform with the re- 
quirements of 897, New York Insurance 
Law. of 

“A cgmpany mav, of course, agree to 
nay Ce and other agency expenses 
hased ‘6n percentages of new premiums. 
just as figst vear commissions are based 
on péfeertages of new premiums. In 
% the excess of such allowances 
»s over the amount vouched 
ma fide receipted hills from 
ns to whom payments for of- 
fice expenses are made must he in- 
cluded in the first year expenses.” 






Canadian Head Office 
To Start With 400 


MANY WILL GO FROM NEW YORK 





Metropolitan Life Rents Several Floors 
and May Build New Structure 
In Ottawa 

The Metropolitan Life will need a 
large staff in its new Canadian head of- 
fice to be opened in Ottawa under the 
direction of A. F. C. Fiske and instead 
of making an arbitrary selection, the 
company has issued a call for 400 people 
to take positions there. Many are ex- 
pressing a desire to go to Ottawa. The 
company has rented several floors of a 
building and will pay the same attention 
to the comforts of the employes as at 
No. 1 Madison Avenue. There will be 
lunchrooms, dispensary, nurses, etc., in 
the building. 

It will be no surprise if the company 
erects its own building in Ottawa, in 
fact, that is said to be under considera- 
tion. Some idea of the magnitude of 
Canadian business can be gotten by the 
fact that there is $500,000,000 in force 
east of the Rockies. 

T. B. Graham, assistant secretary, is 
now engaged in developing and organiz- 
ing the force for handling the insurance 
end of the new Canadian head office. 

Dr. John N. Coolidge, assistant medical 
director, who has been with the com- 
pany twenty-five years, will have charge 
of the medical end. 

The company will publish a paper for 
agents in Canada, featuring sales talks. 
Peggy Boyle, of the literary department 
of the company, will be its editor. 


WILL TAKE MARRIED RISKS 





Connecticut Mutual Will Confine In- 
surance to Active Business and 
Professional Women 
The Connecticut Mutual Life has de- 
cided to write insurance on married 
women when they are engaged in busi- 
ness or professional actviities the major 
part of their time. The company will 
also consider applications from married 
women who have estates of their own 
which will be subject to inheritance 

taxes. 

The experience of the companies has 
been that the mortality in connection 
with married woman risks is materially 
greater than on spinsters and the ex- 
perience indicates a selection against the 
company that does not exist with spin 
ster risks. As a result the Connecticut 
Mutual has decided not to issue insur- 
ance to married women as a class. 

The limit of insurance granted will be 
one-half the limit for a male life of the 
same age and no disability benefits will 
be issued, but the double indemnity fea- 
ture may be offered on not more than 
$12,500 insurance. 


DR. HOBBS MEDICAL DIRECTOR 





Angier B. Hobbs Joined New York Life 
in 1902; Company Has Five 
Medical Directors 
Angier B. Hobbs, assistant medical di- 
rector of the New York Life since 1917, 
has been made a medical director of the 
company. The New York Life now has 
five medical directors: Dr. O. H. 
Rogers, chief medical director, and Doc- 
tors King, Lines, Bickerton and Hobbs. 
Dr. Hobbs was” graduated from 
Princeton in 1884: College of Physicians 
and Surgeons 1889, after which he was 
in private practice for ten years. He 
hecame medical examiner of the New 
York City district of the New York 
Life in 1902, a member of the medical 
board of the company in 1903, assistant 
medical director in 1917 and associate 

medical director in 1922. 





H. W. GEORGE SAILS 


H. W. George. treasurer of the Metro- 
politan Life, sailed for France this week. 


& Be will visit the Riviere and other places 


in Europe. 














New. Insurance . 


Insurance in Force 








Insurance Record, 1923 


Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co., 
Boston, Mass. 


$ 96,148,025 
. 719,421,634 
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INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA | 
RICHMOND, VIRGINIA 


Issues the most Libera] forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1923 


PO ovncsccvcccccddcncdvesvsccncdocsaccenntucesesedseensweusesenoneccaveneaceueees $36,916,613.75 
RPE” Raceandeandceneucccneecasccdzatavcadecacdovcecauenvendksnccuquesidushequs 32,373,207.24 
COND GF Sa cocks ccnicccvenccccncrssnccceviscevecaqeswevandcccetsecnceceans 4,543,406.51 
Tn ccna ude cnedannacedeaneeewhe beddencusentasabedesoaenanene 255,168,568.00 
Oe I so ced haenddasthdsakeutes easadatencuaneedecteete 2,696,034.43 
Total Payments to Policyholders since Organization...............-0.secseseeee 32,747,895.35 


WALKER, President 














REVOKES AGENT’S LICENSE 

Insurance Commissioner Smith of 
Visconsin has revoked the license of L. 
E. Ponnewell, Brooklyn, Wis., represent 


ing the Mutual Life, New York. Sev- 
eral complaints were lodged with the 
Insurance Department involving mis- 


selling insurance. 
policies involved for 


representation in 
There were ten 
$21,000 insurance. 
W. H. FOSTER MANAGER 

Willard H. Foster, manager at Dallas 
for the Royal Union Life, has been made 
manager at Chicago and will take charge 
April 1. He is the son of Sidney A. 
Foster, former vice-president of the old 
Royal Union Mutual. 


TO DEVELOP EASTERN STATES 

The Bankers Reserve Life of Omaha 
has started to develop intensively sev- 
eral eastern states, among them Dela- 
ware. Maryland, Vermont, Maine and 
Vennsylvania, and the company is look- 
ing for representatives in those states. 
The Bankers Reserve Life is doing busi- 
ness in thirty-eight states and is a live 
progressive company. 


F. A. WALLIS CHAIRMAN 
Irederick A. Wallis, manager here of 
the Fidelity Mutual Life, is chairman 
of the dinner which is being given by 


wr Jefferson Week committee governors 


at the Hotel Commodore April 7. 





34 Nassau Street 








THE MUTUAL LIFE 


The Mutual Life Insurance Company of New ork 
has a record of EIGHTY YEARS of prosperous and suc- 
cessful business. It has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 








New York 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 
office and place of business 86 
Street, New York City. Clarence 
Axman, and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Associate Editor; 
Jerome Philp, Associate Editor. The ad- 


ation 
om DP 
ruiion 


President 


Eager, 


dress of the officers is the office of thts 
newspaper. Telephone number: Beek- 
man 2076. 

Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
outside of Canada $1.50 for 
should be added. 


countries 
postage 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 


NDI [DIENT 


RLIP IN¢ 


(Onee again an organization Of Imsul 


about ha cancelled out 


advertised to addre if 
an independent adjuster, 
and 


sched 


before 


noted for knowledge of his business 


field and for aking, v 


Hed to tell 


( lub ol 


plain spe 
facts about fire loss« 
But it was de 
local 


an injudicious op 


pec jal agent 


cided that a strained and painful 
ituation offered 
peaking in that com 
did 
it the date of 
differ 


thus 


tunity tor plain 


unity and the adjuster not make 


\ cancella 


ituation did not from 


date of invitation, mak 
harmony of fore 


would 


it a case where 
hindsight 
irable. 


\ somewhat different 


wht and have been 
light ck 
ituation is the 
Life [ 
issoctatio of New Ye 


Krank A. \ 


cancellation by the nderwriters’ 
invit4 


iddre 


sociation 


rk of an 
underhip lo 
dinner of the a 


the Hotel Astor. M1 





ortant 


Vanderlip, a 


riend of insuranee and heavily insured, 

me of the notable figures in Ameri 
can lite \s an editor he published the 
leadu weekly financial paper of 
\merica; as a public man he did fine 
ervice for the government at Washing 
tor is a financier he was head of the 
largest bank in America. He is also a 


philanthropist and a Unfor 


tunately, Mr. V 


publicist. 


anderlip made an address 


im Briarchif, N. \ on Lincoln’s Birth 
da vhich did not et well on the 
merican public nder the impression 
it he is doing a service to the mem 
ory of President Harding by publicly 
cotchi i canard growing out of the 
ile of the dead president’s Ohio news 
paper he gave nation-wide circulation to 
the ugly rumor 
It was a decided mistake in judgment; 
what is called in the vernacular “a 
bonehead play.” The reaction was about 
as instantaneous as in the episodes which 


Blaine Che 
Vanderlip, 


reaction 


skilled 


ied Dewey and 


must have surprised 


as he has hitherto been in interpreting 
public thought and mind. 

Before Mr. Vanderlip made this ad- 
dress he had accepted an invitation to 


speak to the annual banquet of the Life 





Underwriters’ Association of New York, 
for which organization he had kindly 
feelings as a large carrier of life insur- 
ance Then came the delivery else 
vhere of the Harding address, the hulla- 
baloo followed, and in the midst of it 


did not 
that he had 


Mir. anderlip declared that he 


intend to retire to oblivion; 


other speaking engagements; that one of 

them wa before the life underwriters ; 
wa? : : roe Oe ” 

and its topic wa Courage. 


In the morning papers of Monday, Mr. 


Vanderlip said that the life underwriters 
had refused him permission to speak. “| 
had the courage; they didn’t,” was his 
comment, 

Besieged by reporters, the officers of 
the New York Association refused to 
peak for publication. It develops, 
however, that Mr. Vanderlip was cor- 
rect in that he was officially informed 
that his absence from the banquet 
would make an uncomfortable situation 
more comfortable. \ lot of life insur- 
ance people throughout the city were 
outraged by the way Vanderlip had 
treated Harding and evidently there 


poured into the ears of the officers such 


i vreat volume of protest as to make 
them feel that the cancellation was 
necessary. He might have been received 
with a alvo of hisses. 

On the other hand, some of the diners 
were disappointed. They had come ex- 
pecting to hear the most discussed New 
Yorker, only to hear instead a New 
York lawyer’ discuss the horrors and 
wastes of war, and a Boston humorist 
vive his specialty. 

This entire episode ywrain brings home 
the undeniable facet that nearly all 
promoters of public dinners lean more 
towards vood taste and good manners 


than they do to shock or to entertain; 


that between a mediocrity and a meteor, 
they take the mediocrity every time. 
They want a man “in the news” if he 
is “in right’; they don’t want him if 
he is “in wrong.” Skilled banquet ob- 
servers often wonder whether the diners 
themselves would much rather be 
thrilled or bored. As they can be bored 
at home or in the offices, the first an- 
wer would be that they certainly want 
to be entertained; and yet, when George 
\W. Perkins, who was on the unpopular 
side of a controversy, and a minister 


who was on the popular side, clashed 


before the life underwriters several 
vears avo to the excitement of the 
crowd, even those who had had the ex 
hilaration of seeing a serap, protested 
that the incident had been in bad form, 
and they criticized Mr. Perkins. 

In the Vanderlip case the local asso- 
ciation decided through its committee 
that the banker had committed a faux 
pas with which many members of the 
association were not in concord; were, 
in fact, indignant. ‘They did not want 


the most important public appearance of 
Briarcliff talk 
dinner of the life under- 
that 


aus- 


the banker following his 


to be ata 


writers, as some of them thought 


such an appearance under those 


pices would convey to the public the 
pression that the local association not 
condoned what the banker had said 


had 


form on which to make 


cnly 


but hastened .to offer him a_plat- 


another address, 
which no knew. So 


rebuked Mr. 


by writing 


the tenor « one 


they Vanderlip in private 


him recalling the invitation. 
Mr. Vanderlip saw fit 


buke public. 


to make the re- 


It is distressing; but prob- 
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3. 2 


REYNOLDS 


agency conference of the 
Kansas City Life has been set for July 
29, 30, 31 and August 1. During the first 
three days of this conference there will 
probably be in attendance some 300 repre- 
sentatives of the company and a regular 
systematic program will be followed. On 
the last day of the conference, August 1, 
there will be a modest exercise formally 
dedicating the new building. This dedica- 
tion will be combined with a celebration 
of the twentieth anniversary of Presi- 
dent Reynolds’ connection with the com- 
pany. August 1, 1904, was the day on 
which Mr. Reynolds became president of 
the Kansas City Life. 
aa ae 
Everard C. Stokes, 
States manager of the Royal Exchange 
Assurance, has presented to the Insur- 
ance Society of New York library an 
Egyptian mummy case two thousand 
vears old. It has been placed on a book- 
case between the pictures of two very 
much alive and up-to-date insurance 
men—Secretary Clough, of the loss com- 
mittee of the New York Board of Fire 
Underwriters. and Robert P. Barbour, 
of the North British & Mercantile. 
kok Ok 
Miss Alice Lakey. publisher of “In- 
surance,” is a contributor to the April 
number of the “Woman’s Home Com- 


The annual 


former United 


panion,” with a long article. on life in- 
surance, being answers to questions 
commonly asked by women about. in- 


is con- 
to interest 
protection through 


surance protection. Miss Lakey 
ducting a general campaign 
women in insurance 
the General Federation of Women’s 
Clubs. of which she is chairman of the 
Committee on Insurance. 

ok * * 


M. A. Jameson, manager of the fidelity 
and surety department of the Aetna 
Casualty & Surety. has returned from a 
a month's trip to Bermuda. 


NO SUCCESSOR YET 
Following the 
Hubbard from the A. M. 
panv organization, it is stated that 
temporarily the operation of the life 
department will be looked after by other 
members of the staff assisted by the con- 
miting actuaries, Woodward, Fondiller 
& Ryan. 


resignation of Ralph 


Best Com- 


THE LATE E. E. McCALL 


Judge EK. FE. MeCall, who died last 


week, was at one time one’ of the most 
prominent of the insurance lawvers. He 
was a brother of John A. MeCall, who 


was president of the New York Life. 
His last insurance connection was as 
president of the New Jersey Life. 


ably worried Mr. Vanderlip so 
much as it has some peopie who found 
themselves deprived of 


has not 
“a good show” 
on the oceasion of a public dinner which 
Was not so enlivening as it might have 
been. 


New 
the 


H. H. Worthington, recently ap- 
pointed state agent of the Home in 
charge of Western Massachusetts terri- 
tory, headquarters Springfield, was born 
in Hartford. He entered the employ 
of the Factory Insurance Association in 
1896 as a draftsman and inspector, doing 


field work for the association until 
January 1, 1902. From then until Jan- 
uary. 1906, he traveled New England 


as an inspector for the New England 


Bureau of United Inspection; then he 
was inspector for the New England 
Insurance Exchange. In December, 


1906, he joined the Home’s New England 
force as a special agent traveling in 
Massachusetts, under F. A. Wether- 
bee, who has been supervising the busi- 
ness from Boston. The business of the 
Home, Franklin, and City of New York 
in that Commonwealth has grown to 
such proportions that the state was 
divided. The idea of opening a Spring- 
field supervisory office was to furnish 
close range service to Western Massa- 
chusetts agents. Incidentally, Mr. 
Worthington will be missed in Boston 
musical circles. For several years he 
has been the first flutist in several of 
the leading amateur and_ semi-pro- 
fessional orchestras of that city. 
x * 


William L. Kick, manager of the acci- 
dent and health department of the 
Maryland Casualty in New York has 
just received his pin for ten years’ ser- 
vice with the company. Mr. Kick 
started in the insurance business with 
the National Surety becoming identified 
with the Maryland Casualty in 1913 in 
the capacity of counter man_ handling 
burglary lines. Subsequently he acted 
as assistant to T. Donaldson in the 
accident and health department. He be- 
came manager of this department in 
1916. 

x * oF 

Conran V. Dykeman, one of the man- 
agers of The Prudential in Brooklyn, is 
Imperial Potentate of the Shriners of 
North America and he was entertained 
in Davenport, Ia., a few days by the 
Kaaba Temple there. From Davenport 
he went to Chicago where he was also 
entertained. Mr. Dykeman was one of 
the incorporators of the Brooklyn In- 
stitute of Arts and Sciences, and served 
as president of its department of political 
science. He has always been active in 
civil life and helped Theodore Roose- 
velt pass the first civil srevice bill in the 
New York legislature. 

* * a” 
Gross, the cartoonist in the 
“Evening World,’ who drew 

Oil series, recently bought 

educational policy in the 


“Milt” 
York 

Banana 

college 















Equitable (Equitable Educational Fund 
Policies). through Eugene N. Rosenberg, 
of the Prosser & Homans Agency, who 
is specializing in that contract. He was 
so pleased with the purchase that he 
drew the accompanying cartoon in 
which he is pictured Pes hand- 
ing the policy to 

his son. This the Pith oi You 2) 
company Carries in 

“Agency Items.” * COLLEGE 

In running the EOvCATion | 
story the Equit- 

able also “an a Its Guaran Teo! 
picture of the AN THATS NG 
child insured. 


aanx 
Pop: 
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| Fire Insurance Department 








Pierce, Dugan, Harding 
Here for N. Y. U. Confab 


AN OFFER TO LABORATORIES 


College May Put Up Building For Test 
Purposes; May Start Fire Pro- 
tection Courses 


New York University contemplates 
giving courses in fire insurance pro- 
tection and engineering. The Under- 


writers’ Laboratories is desirous of hav- 
ing a place in New York City where 
it can make important tests of larger 
devices than is possible in the present 


rather limited quarters of the labora- 
tories here. 

As a result committees from New 
York University and of the Under- 


writers’ Laboratories will confer in this 
city today on the subject. One of the 
matters which will come under con- 
sideration is a proposition by New York 
University to put up a new building at 
the university which would permit the 
extension of these testing facilities. 
The Commiittees 

On the committee for New York Uni- 
versity are Professors Tyler, Bliss and 
Hardy. Among those representing the 
laboratories are Dana Pierce, president; 
A. G. Dugan, John Harding and Wilfred 
Kurth. 

At a meeting of the board of directors 
of the Underwriters’ Laboratories these 
resolutions were passed: 

Whereas, it appears desirable to pro- 


vide in New York City facilities for 
the conduct of Underwritres’ Labora- 
tories’ tests of certain forms of fire 


retardants and other appliances and de- 
vices which cannot be done at present 
at our New York office and _ testing 
station, and 

Whereas, such extension of our test- 
ing equipment would improve the ser- 
vice which we can render to insurance 
and municipal authorities and to our 
clients; therefore be it 

Resolved, that the board of directors 
look with favor upon plans now under 
consideration whereby such facilities 
can be secured by an arrangement with 
New York University provided suitable 
space can be found in a building at the 
university in which a furnace for fire 
testing and other equipment as deemed 
desirable may be erected, maintained 
and operated by Underwriters’ Labora- 
tories subject to detailed plans and 
procedure to be submitted to and ap- 
proved by this board, and be it further 

Resolved, that the chairman of the 
board appoint a special committee con- 
sisting of the chairman, president of the 
Underwriters’ Laboratories, the gen- 
eral manager of the National Board of 
Fire Underwriters and the other mem- 
bers of the board to confer with the 
authorities of New York University 
and others on this extension of our test 
facilities and to prepare a report on 
the same in due course. 





Merchants Carry Too 
Much Insurance Here 


SO SAYS FIRE COMMISSIONER 


His Annual Report To Mayor Hylan; 
Private Fire Alarm Companies 
To Pay City 


Fire Commissioner Thomas J. Dren- 


nan, in his annual report to Mayor 
Hylan, says that fires here are on the 
increase despite the fact that the city 
has a corps of 300 men on inspection 
service and he adds, “One is forced to 
conclude that the underwriters permit 
merchants to carry an overload of in- 
surance, which tends to carelessness and 
in many cases to crime.” 

The commissioner says that a new 
fire alarm system, costing $1,600,000, has 
been installed. As a result of the in- 
stallation the New York City property 
owners won a 1% reduction in fire in- 
surance rates. He adds: “The Depart- 
ment has successfully concluded its ef- 
lorts Ol many years to exact remunera- 


tion from private fire alarm = com- 
panies for the use they make of the 
city’s fire alarm system in connection 


with the transmission of fire alarms on 
the companies’ systems. 


Among other significant statements 
in the report are these: 

“The income derived from the 
issuance of permits places the Bureau 


of Fire Prevention on a self-sustaining 
basis, and while it protects the lives 
and property of citizens of this city, it 
is performing this work without cost. 
Its value to the city is better under- 
stood every year. 

“For the purpose of increasing the 
revenues proposed amendments 
been made to the sections of the code 
of ordinances to increase fees for per- 
mits and certificates and a table has 
been prepared showing how the increase 
will be made.” 

LEASE NEW SPACE 

The Sun, with offices at 51-53 Maiden 
Lane, has leased the second floor at 50- 
56 John street, and the new space will 
be connected by a bridge. The Hart- 
ford Accident has leased offices at 110 
William street and the New Amsterdam 
Casualty at 58 John = street. These 
transactions were made through Charles 
B. Van Valen, Inc. 


MRS. BURCHELL DEAD 
Mrs. George W. Burchell, wife of the 
former president of the Queen Insur- 
ance Company, died a few days ago and 
was buried yesterday in Summit, N. J. 


BACK FROM COAST 


President Robertson, of the Conti- 
nental, has returned from the Pacific 
Coast. 








J. A. KELSEY, President 


Capital 
ONE MILLION DOLLARS 





Crneninasaisamnsnssereman 


GEORGE Z. DAY, Secretary 


STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Surplus 
ONE MILLION DOLLARS 





Head Office: 45 John Street, New York 





have 


Taylor Edits Chinese 
Insurance Magazine 
FIRST 


ISSUE REACHES HERE 


Tells Why Chinese Insurance Companies 
Do Not Succeed; Courses In In- 
surance Given 


A. K. Taylor, formerly with the public 
relations the National 
Board of Underwriters and ante 
dating that advertising manager of the 
“America 


committee of 
lire 
Fore” insurance companies, 
the Amer- 
ican Asiatic Underwriters, of Shanghai, 
in addition to his other duties is editing 
a new Chinese insurance magazine which 
is called “Risk Notes.” The publication 
has just been received in this country. 
It contains a large number of unusually 
interesting articles and one of them, en- 
titled “Why Do Chinese Insurance Com 
pamtes Fail?” is reproduced herewith. 
“The latest reports from the Shanghai 
Fire Insurance Association indicate that 


who is 


now associated with 


there are 132 foreign fire and marine 
insurance companies doing business in 
Shanghai. The Roll of this association 


shows that the number of foreign com- 
panies operating here is constantly in 
creasing. There is but one inference; 
fire and marine insurance in China must 
be a profitable venture. Why ts it 
that no eminently suecesstul 


then 
Chinese 


insurance company has yet appeared? 
There are a few Chinese companies 
which no doubt are able to pay their 
erdinary claims. But none of these com 


panies represent large aggreyations of 
capital and it is doubtful 1 any of them 
could withstand a major conflagration. 


“Tt is often stated that unhealthful 
financial environment and failure to un- 
derstand clearly the nature of trust 


funds are the principal reasons for this 
lack of development. 
can hardly be maintained, however, in 
view of the recent growth of strong, 
aggressive Chinese banking institutions, 
operated according to the most approved 
Western methods. 


This point of view 


“We believe the whole thing is just 
a matter of lack of training. The busi 
ness of insurance has not been taken 


up seriously enough by the Chinese peo- 
ple. The men who are now running the 
msurance companies of the country have 


not received any proper or adequate 
training. The schools and economists 
have not encouraged a_— study and 


mastery of the problems of underwrit- 
ing and the investment of insurance re 
serves. 

“Until the insurance business is 
nized in China as the great 
force which it undoubtedly is and until 
the Chinese people seriously study its 
intricacies and dangers and possibilities, 
no great Chinese companies will de 
velop from the many small aspirants.” 

Course For Chinese Students 


recog 
economic 


The American Asiatic Underwriters 
has established an insurance course for 
Chinese students who want to learn 


about fire and marine. 
The American Asiatic Underwriters is 


agent for the Automatic Sprinkler Com- 
pany olf America and along the line of 
sprinkler protection it says: 

“We urge the co-operation of our 
agents in protecting the wealth of China 
by this proven means. Burned wealth 
means absolute loss to the country. At 
present sprinkler protection in China is 
practically confined to cotton mills. We 
urge its use for warehouses, silk mills, 
cflice buildings, schools, public buildings 
and the countless other concentrations 
ot wealth springing up rapidly as China’s 
industry and commerce develops.” 


CHANGES BOSTON AGENCY 


about May 1 the Boston and 
metropolitan district agency of the New 
York Underwriters Agency will be 
placed with Gilmour, Rothery & Co. of 


On or 


that city, being transferred from the 
office of Elmer A. Lord & Co. AI- 
though the New York Underwriters 
\vency has been with Lord & Co. for 
nearly twenty years, the report is in 
Boston that with Gilmour, Rothery & 


Co. a much larger agency the New York 
agency evidently feels that there is an 
opportunity offered for a material in- 
crease in the metropolitan district busi- 
Hess. 


DAVENPORT COMPANY SOLD 
Phe Central 
new running 


Federal Fire, of Iowa, 
mate of the Federal Surety, 


has absorbed the American Fire Re-In 
surance Company of Davenport. Assets 
of the American, amounting to about 
$150,000, have been transferred to the 
Central Federal Fire, which will begin 
business about April 1. 

—— us mascomertnste MeL AES 


The beginning 
of The 


WORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 


Se WORT 
4X ON 


(FRE ao Ayr 
IARINE rap) conan) 
Ww a 
“SRT FORD. CO” 
RALPH B. IVES, President 





NEW AGENCIES now 
being ESTABLISHED 





“Then give to the World the 
best that you have and the best 
will come back to you.” 











CHARLES HOYT SMITH 
OR 
MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. 
Telephone 8271 


Fire and Compensation risks. 








We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 





We pay Brokers liberal commissions and protect their accounts. 


We furnish insurance Engineering and Prevention Service gratis om 


We write Fire and allied lines, Compensation, Liability and Automobiles. | 
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~ McMahan’ s Report to Governor 


(Continued from page 1) 


companies’ methods and 
mercy of his neighbors’ 


mercy of the 
ulso at the 
hazard 

“The people no real faith in the 
arguments that each insured has a per 
sonal interest in keeping down fire losses 
and that he will be rewarded by a re 
duction in his insurance rates.” 


have 


The Prosperity of the North 


He finds lots of fault 
making, declares “it is 
humiliating to reflect that the high de- 
velopment of the insurance business 1s 
in the cities of the Northwest, and that 
the consequent flow of wealth to the 
managers of this great enterprise is 
practically a tribute from each southern 
state to the money-making brains of 
New England and New York. ‘Poor? 
Keep him poor.” Continuing he says: 

“It is childish to accept the view that 
the people of our state are necessarily 
dependent upon the capital of another 
section to provide for their fire insur- 
ance. This insurance is borne by them 
selves out of their own moneys ad- 
vanced for the purpose and in quantities 
that leave a great surplus of operating 
funds to the volunteer managers who 
have instituted the business of placing 
and adjusting the insurance.” 

He favors contingent commissions be- 
cause “the present system of paying 
agents flat commissions, regardless of 
the consequences that come from the 
contracts of insurance they write, makes 
it to the interest of the agent to seek 


with rate 
somewhat 


volume of business regardless of qual 
ity——Put money in thy purse.” 

He is against brokerage to outside 
gent “There certainly is no reason 
why this state in, paying its tribute for 
its fire insurance protection should 
donate to brokers in_ other states a 
hare in the agents’ commissions,’ says 
the Commoner. “The law which now 


provides that the fire and = casualty 


policies in this state shall be counter- 
signed by a resident agent and that the 
agent shall collect the premium and 
receive the commission, though he may 
divide the commission with agent or 
broker who sends the business to him, 
has resulted in a system of placing cer 
tain a¢counts of insurance as if through 
some broker in New York, who may 
be no more than a mere dummy of the 
company, and who, without doing any 
work whatever, intercepts from the resi- 
dent agent half of the commission.” 


C. H. SMITH CHIEF ENGINEER 


Marsh & McLennan announce the ap- 
pointment of C., H. Smith, chief engi- 
neer in charge of engine c ring g, Inspec tion 
and conservation work of their casualty 
department with headquarters in Chi- 
cago. Mr. Smith has been for some 
time connected with the Continental 
Casualty and has made a most enviable 
record in his chosen profession. He 
was educated at the University of 
Michigan, the Colorado School of Mines 
and the Michigan College of Mines. 

Upon leaving college he immediately 
took up engineering work, principally in 
connection with mining and metallurgical 
operations in Colorado, Michigan and 
Minnesota, for which he was well quali- 
fied by previous training. He has had 
an extensive experience in the casualty 
business—both as an engineer and a 
branch and head office representative. 
He has devoted a great deal of his time 
to developing an engineering and = in- 
spection service organization. 


W. A. LINCOLN DIES 


W. Arthur Lincoln, for 
associated with the agency of John 
Paulding Meade Company of Boston, 
died last week. He had been ill sev 
eral months. 


many years 


How Agents Are Voting 
In Commission Poll 


7,000 TELL WHAT THEY THINK 


Divided aww Uniform Com- 
mission Plan of Insurance De- 
partmental Heads 


Evenly 


The “Weekly Underwriter” has been 
conducting a country-wide postal card 
vote on the uniform commission plan of 
the National Convention of Insurance 
Commissioners, and is printing the re- 
sults of the survey each week. Thirty 
thousand voting cards were sent out 
to a carefully selected list of local agents 
throughout the United States without 
regard to any affiliations of the com 
panies which these agents represented. 
Only avencies representing at least three 
or four companies were canvassed. The 
cards were accompanied by a letter 
explaining the situation and the com 
missioners’ plan in detail. The return 
cards were prepaid. Over 7,000 cards 
were returned. On the voting card three 
questions were asked. 

(1) Do you favor the 
sion plan of the National 
Insurance Commissioners + 

(2) Will) a reduction — of 
benefit established agencies by 
of the unfit? 

(5) What is your idea of the 
limits of Commissions in your own 
maXxlmMuin minlinuim 

On question No. 1 the 
fairly evenly divided—‘‘Yes,” 3,857; 
“No,” 3,183—although there was a 
strong expression of opinion on a great 
number of the voting cards against ally 
interference on the part of the com 
missioners with commission arrange 
ments, which are regarded by the ma 
jority as a matter stvictls contractual 
between the companies and their local 
representatives. Had the question been 
solely whether the commissioners should 
have power to regulate commissions, it 
is sale to say that the vote would have 


uniform commis 


Convention of 


commissions 
elimination 


proper 
state, 
9 


voting was 


been unanimous against such action on 
the part of the supervising officials. 

The returns on question No. 1 show 
strong opposition to the uniform com- 
mission plan, of course, in the Eastern 
section of the territory and in the 
regions largely influenced by the so- 
called “excepted cities.” At the same 
time there was a pretty even break be- 
tween the ayes and nays in practically 
the entire territory with the exception 
of the Middle Atlantic States. 

On question No. 2 the old theory that 
low commissions keep out the sideliners 
and the unfit agents was proved com- 
pletely fallacious according to the over- 
whelming opinion expressed by the ma- 
jority of the voters, practically every 
section voting by a large percentage that 
reduction of commissions would have lit- 
tle or no effect in eliminating unfit repre- 
sentatives. Here also there was a very 
perceptible expression of opinion. It is 
a matter up to the companies in their 
primary selection of representatives. 
This question was voted—“Yes,” 1,522; 
“No,” 4,975. 

A discrepaney which may be noted in 
the totals arises from the fact that some 
agents voted only on one or another of 
the propositions explained on the card. 

The answers to the third question 
proved very complicated, and required 
am unusual tabulation which ranged 
from maximums of 35 to 15% and mini- 
mums from 30 to 10%, although a few 
wags in the business voted for 100%, and 
ethers for the “sky” as the limit. 

It would be impossible to construct an 
average which would fairly represent the 
wide variety of commissions suggested, 
but the preponderance of the votes was 
jor 25% maximum and 15% minimum. 

NEW SPECIAL “AGENT 

Prank S. Welsh has been appointed 
special agent of the Fidelity-Phenix for 
eastern Pennsylvania and southern New 
Jersey, effective March 25. He succeeds 
Franklin A. Staats. The headquarters 
of Mr. Welsh will be at 210 South 4th 
Street, Philadelphia. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
— a, Vice-Pres. and Treas. 
Hassinger Secretary 
Ant  Teneett, Secretary 


FIREMEN’S 


INSURANCE CO. 


ef Newark, NH. J 
Organized 1855 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$2,250,000.00 
Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities .. 9,004,301.01 


Net Surplus 4,436,386.20 


Total ....$15,690,687.21 


Policyholders Surplus, 
$6,686,386.20 








Henry M. Gratz, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
© G 


A Wille cS Bassett, Seeretary 


Girard F. & M. 


INSURANCE CO. 


ef Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 

















Nea] Bassett, President 
John Kay, Vice-Pres. and Treas. 
John A. Snyder, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 


Net Surplus 


1,916,251.22 
945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 














H. M. Schmitt, President 
Neal Bassett, Vice-Pree. 
John Kay, Vice-Pres. and Treas. 
bg A. Hathaway, Seeretary 
H. onan. Secretary 
Avie Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, 
Organized 1866 

Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance Y"und 
and all other 
liabilities .... 1,829,033.00 


Net Surplus 1,452,589.00 
Total As- 
sets ....$3,781,622.00 


Surplus to Policyholders 
$2,452,589.00 














LOYAL 


TO FRIENDS, AND TO LOYAL AGENTS, 





LOYAL 
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New Hanover President 
Popular Personality 


CIRCLE OF FRIENDS A WIDE ONE 





Has Sweeping Knowledge of Insurance; 
To Continue His Supervision of 
Western Department 





The entire fire insurance fraternity of 
Chicago was in good humor this week 
for two reasons. First, one of its fav- 
orite underwriting sons, C. W. Higley, 
has been made president of the Hanover 
Fire Insurance Company, and second, 
Chicago is not to lose Mr. Higley en- 
tirely as he will continue the supervision 
of the Western Department in which he 
had so much to do in building up to 
its present most enviable position. He 
will spend part of his time in Chicago 
and part of it in New York. ; 

It is an unique situation as there is 
no other president of a fire insurance 
company who has offices 1,000 miles 
apart. Just how much time Mr. Higley 
will spend in New York and how much 
in Chicago was not divulged, but the 
prospects are that the porters on the 
Twentieth Century Limited will often 
have occasion to pick him out as one 
of their most distinguished passengers. 

Anyway, fire insurance Chicago 1s 
delighted that it will still see him around 
and maybe there is some pride too in 
the fact that he thought so much of the 
town that he will continue to be a 
familiar figure in the insurance district. 


An Outstanding Personality 

The new president of the Hanover is 
one of the outstanding personalities in 
the Western field. Beneath an exterior 
sometimes gruff, he has a_ big heart, 
which beats so sympathetically for men 
of talent and ambition and integrity— 
especially young men who have not yet 
found themselves—that Chicago has 
echoed for years with interesting stories 
illustrating his helpfulness. He has al- 
ways been quick to spot this talent and 
to encourage it, but first it must be 
proved to him that a man must stand 
ready to help himself before he is 
worthy of being helped. ; 

The best way for a special agent or 
a man in one of the Hanover depart- 
ments to attract the attention of Mr. 
Higley has been to show that he is 
anxious to get ahead by knowing his 
field and his work, by a display of con- 
sistent loyalty and by working cheer- 
fully at the task in hand. That this has 
been appreciated is shown by the fact 
that there is no insurance office in the 
fire game where the “happy family 
spirit” is more in evidence than in the 
Western Department of the Hanover. 
Although the average age of the people 
there is not an old one, the average 
length of service is. 

Encouraging Thrift 

One way in which Hanover men have 
been indebted to Mr. Higley has been 
the inculcation by him of sound ideas 
of thrift. A favorite question with him 
in talking to field men or those in de- 
partments has been: “Are you saving 
any money?” If the answer is in the 
negative there is sure to be shot another 
question: “Well, why not?” If the 
answer is in the affirmative, Mr. Higley 
has countered with this one: “Well, 
what are you doing with it?” 

Then there follows advice as to thrift, 
Savings and investments which often- 
times has turned the whole current of an 
insurance man’s life. He has made many 
men realize their responsibilities and has 
started them on the way to success; in 
some cases, to a most pleasing future. 

any an agent or a representative has 
profited by Mr. Higley’s advice. All of 
these little acts have tended to draw 
men closer to him. It has been partly 
responsible for his big circle of friend- 
ships and these friendships, by the way, 
include many of the most prominent 
men in Chicago. 


Comprehensive Knowledge of Insurance 
Conditions 

Another reason for the popularity of 

Pr; Higley and his success in the West 

has been his sweeping knowledge of the 








agency field, not only the agents them- 
selves, but the clerks and solicitors in 
their offices. He has always been in- 
terested in people as well as in events 
and a field man of the company recently 
gave The Eastern Underwriter a version 
of an interview he had with Mr. Higley 
which will throw some light on him and 
his methods. The dialogue was some- 
thing as follows: 

“Have we an agent in —_——?” 

“No, we haven't.” 

“Well, I think we should have be- 
cause we are Carrying a flour mill there, 
a considerable line on the residence of 


C. W. HIGLEY 





, who is the leading man of the 
town, and also have a line on the grain 
elevator.” 

“By the way, who is running the Star 
Hotel at Blankville? Has Jones still 
got it?” 

“TI think he has.” 

“Well, he is a good fellow. 
known him for years.” 

“Who is the old man in the Jones 
agency at Smithville?” 

“Tl think his name is Jackson.” 

“No, that isn’t it. Wait a minute. I 
remember now. It is Robinson.” 

It developed that Mr. Higley hadn’t 
been in Smithville for fifteen years, but 
facts and persons and events stick when 
once they have been impressed upon his 
mind. 


I have 


Mr. Higley’s Career 

Mr. Higley was born in Cedar Rapids, 
lowa; attended public schools and a 
fresh water college in that city. After 
various experiences similar to those of 
school boys in the West seeking the 
right entrance to the domain of. busi- 
ness, he got a job in Minneapolis with 
a rating bureau conducted at the time 
by Judge William B. Leach, whose son, 
Walter C. Leach, is now a well-known 
company executive. Later the New 
York Underwriters Agency offered Mr. 
Higley a position as assistant special 
agent. In describing his assignment 
Mr. Higley told friends: 

“We had four or five states and he 
gave me the towns which had the bum 
hotels. This gave me an insight into 
the rural and village life of the West, 
which seemed hard at the time of ac- 
quiring the information, as I had to 
make my jumps in everything from a 
horse and buggy to a freight car; yet, 
as the years rolled on it was most valu- 
able information which I picked up. In 
the course of time I eventually gradu- 
ated into towns which had good hotels. 
Sometimes representaitves of our com- 
pany and other companies have been 
rather surprised because I knew condi- 
tions and personalities in a place of a 
few hundred people. They have not al- 
ways understood how a manager of a 
large department of an insurance com- 
pany had all of that information in his 
head. Well, if you were stranded all 
day in some hamlet waiting for the 1 
a. m. local, inspecting the risks and 





knowing the people are the least that 
an active young man could do in re- 
lieving himself of tedium and boredom. 
Of course, small towns in the West 
eventually become large towns and I 
kept track of many of them.” 


Began With Hanover as a Special Agent 


When the Hanover opened its West- 
ern Department Mr. Higley went with 
that company, starting as a_ special 
agent, having Wisconsin, Minnesota and 
the two Dakotas. He came to Chicago 
in 1900 as assistant to the general agent. 
A year or two later he was made gen- 
eral agent. 

Mr. Higley has frequently been hon- 
ored by his associates in the business. 
At one time he was president of the 
Western Factory Association; he was 
vice-president of the Western Union; 
chairman of the committee on the Un- 
derwriters’ Laboratories and vice-presi- 
dent; and also did good committee work 
for the Underwriters’ Salvage Company. 


First Contact With New York Reporter 


As soon as his election as president 
of the Hanover became known a num- 
ber of New York insurance reporters 
went,to see him at the home office on 
Pine street. With all of them Mr. Hig- 
ley immediately established good rela- 
tions and that they in turn took a fancy 
to him can be understood when he told 
one of these reporters in his frank, 
Western manner: 

“T like the cut of your jib.” 

However, New York will “get” even 
the most confirmed of Westerners as 
was evidenced by a remark to another 
reporter : 

“Come in 
and a while.” 

If Mr. Higley a couple of weeks ago 
had met a reporter in Chicago whom 
he had never seen before and had liked 
him, this invitation would have been 
worded: 

“Come in and see me often.” 


Vice-President Clark In Charge of 
Underwriting 


and see me—every once 


Vice-President Montgomery Clark 
will remain in charge of the underwrit- 
ing at the home office as formerly. He 
and Mr. Higley have worked together 
for years, Mr. Higley having hired Mr. 
Clark when he was a special agent. Mr. 
Clark will be assisted in the various de- 
partments by E. Stanley Jarvis, secre- 
tary: HH. T. Giberson, assistant secre- 
tary; and J. G. Hollman, the latter hav- 
ing come to the home office from the 
Chicago department about eight years 
ago. 

Two new directors were elected: 
James W. Howie, of Howie & Cain, New 
York metropolitan agents; and Ralph 
Van Vechten, of the Continental & 
Commercial National Bank of Chicago. 





1923 FIRE LOSS IN ROSARIO 


In response to its request for data on 
fire losses in foreign countries, the In- 
surance Department of the Chamber of 
Commerce of the United States has re- 
cently received from the United States 
Department of State the following in- 
formation regarding fire losses in 
Rosario during 1923. The fire depart- 
ment of Rosario reports that during the 
year 1923, the firemen were summoned 
to sixty fires, of which thirty-eight were 
but incipient but requiring no action. 
Thus in the year there were only 
twenty-two fires in this city of 300,000 
population. Of these twenty-two fires, 
fifteen were minor affairs not threaten- 
ing much loss, but requiring the ser- 
vices of the firemen. Only seven fires 
during the year were of a kind threaten- 
ing mercantile loss of a serious nature. 
The insurance involved in the fire losses 
for 1923 amounted to 542,440 pesos. (The 
peso has a legal value of .4246 and an 
actual commercial value of about .33 
United States currency.) 


ANNUAL REVIEW NUMBER 

The Annual Review Number of The 
Insurance Press, issued this week, con- 
sisted of 106 pages. 


Agents Hold 8 Meetings 

Up-State in 5 Days 
MANY OF THEM WELL ATTENDED 
Henry S. Ives Who Attended All of 


Them Tells of Interest in Agency 
Association Movement 








Henry Swift Ives, secretary of the 
Casualty Information Clearing House, 
who was in New York this week, at- 
tended a number of regional meetings 
last week held by the New York State 
Association of Insurance Agents. He 
visited eight of these meetings which 
were held in a period of five days. 

“The first meeting was at Buffalo the 
evening of March 10,” said Mr, Ives, 
“and there was a very large representa- 
tion, not only from Buffalo but :from 
the surrounding territory. More than 
ninety attended. 

“The next day there was a luncheon 
at Rochester which was attended by 
ninety-eight. Vice-President Ward 
McPherson, of the New York State As- 
sociation, and several other Buffalo 
agents accompanied me, to Rochester 
and took part in the meeting there. 

“IT visited Binghamton Wednesday 
noon and there was a banquet Wednes- 
day night in Syracuse at which fifty- 
eight were present. 

“Utica and Albany took up all of 
Thursday and I visited Poughkeepsie 
Friday noon and Newburgh Friday 
night. The attendance at all these places 
was good and the interest most grati- 
fying. President Frank Gardner, of the 
state association, joined the party at 
Albany and took in the last three 
meetings. A field man for the National 
Association of Insurance Agents, who 
was in the party, managed to get a 
number of new members and also ar- 
ranged to visit these New York State 
cities at a later date for the purpose of 
putting on an intensive campaign in 
each of them. 

“I appreciate very much the many 
courtesies shown me by the officers and 
members of the New York State Asso- 
ciation and while the trip was a hard 
one, | look back upon it with a great 
deal of pleasure.” 

Among some of the representatives 
of the New York State Association who 
attended some of the meetings were 
Glenn H. Johnson, of Syracuse; Gilbert 
T. Amsden, of Rochester, and Eugene 
A. Beach, of Syracuse. 





PREMIUM OF $161,,063 
Public Service Corporation of New Jer- 
sey Covered by $54,489,062 
Insurance 
The annual report of the Public Ser- 
vice Corporaiton of New Jersey shows 
that on December 31, 1923, insurance to 
the amount of $54,489,062 was in force, 

premiums being $161,063. 

The average rate per $100 was 29.56% 
as against 30.17% paid in 1922. Insur- 
ance in force December 31, 1923, was 
— more than December 31, 
922. 

HERMAN C. T. GLOEDE DEAD 

Herman C. T. Gloede, assistant sec- 
retary of the Fire Reassurance Com- 
pany of New York, died Sunday after- 
noon at his home in Hartford following 
a short attack of pneumonia. He was 
fifty-two years of age and had been 
identified with insurance for thirty years. 
Mr..Gloede was born in Germany and 
gained his early insurance training with 
the Munich Reinsurance in Germany 
and in the London office. He was trans- 
ferred to the American branch of the 
company in 1915. Two years later he 
took charge of the reinsurance depart- 
ment of the American Equitable where 
he continued until joining the Rossia 
group in 1921. 


F. E. WELSH A SPECIAL 
Frank E. Welsh has been appointed 
special agent of the Fidelity-Phenix for 
eastern Pennsylvania and southern New 
Jersey. He succeeds Franklin A. Staats 


and will have his headquarters in Phila- 
delphia. 
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Indispensable to NATIONAL welfare 


OTTON ranks as one of our foremost 

staples. It is an important source of 

the country’s wealth and provides a liveli- 
hood for many thousands of its citizens. 


The financial security afforded by Insur- 
ance is an essential factor in the business 
of marketing this great resource of the 
sunny South. 


Through their suggestions for reducing 
~ hy » . 

fire risks, insurance underwriters have 
helped to introduce the most advanced 


methods of operation. The highest type of 
warehouse and apparatus are now seen 
side by side with picturesque old equip- 
ment that has not yet entirely disappeared. 


Many concerns engaged in this vast indus- 
try, extending from the planter through 
innumerable processes to the consumer, 
place implicit faith in the protection of- 
fered by the Liverpool and London and 
Globe. It is one of the activities that fur- 
nish a true picture of the L.& L. &G. as 
a force in the nation’s welfare. 
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United States Supreme Court to Pass Upon 
Status of Lloyds 


4 

Until recently the corporation of 
Lloyds and the various syndicates of 
Lloyds underwriters have enjoyed prac- 
tical immunity from litigation in the 
courts of this country. Both the cor- 
poration and the syndicates have been 
regarded as more or less enigmatic as 
compared with insurance organizations, 
and gradually the assumption arose and 
in turn grew that an action could not 
be maintained successfully in this coun- 
try on the conventional Lloyds policy. 

During September, 1920, however, a 
floating dry dock belonging to the 
United States & Cuban Allied Works 
Engineering Corporation and purported 
to be covered by the customary form of 
Lloyds policy, became a_ total loss 
through the occurrence of one of the 
»erils insured against and in consequence 
claim was presented against the under- 
writers for the total amount of $101,- 
088.75. As settlement was not forthcom- 
ing the assured, United States & Cuban 
Allied Works Engineering Corporation, 
through its attorney, William Otis 
Badger, Jr., of this city, brought action 
despite the fact that such procedure 
Was apparently without precedent. The 
theory upon which the action was 
brought is not only unique but was 
evolved through a careful study of the 
development of the Lloyds corporation 
and its various underwriters syndicates. 


The Development of Lloyds 


As is more or less generally known 
among insurance men, the vast business 
now carried on by Lloyds in its various 
forms, originated from the coffee house 
of one [dward Lloyd, where shipping 
men, merchants and insurers were wont 
to congregate and where = private in- 
dividuals underwrote insurance risks on 
their personal and several responsibility. 
As early as 1811 by deed of association 
Lloyds became an unincorporated society 
and became subject to the management 
of a committee elected from its mem- 
bers. The chief functions of the society 
at the time were to furnish facilities for 
the underwriting of insurance by the 
members and to bring about the dis- 
semination of shipping information. 
The insurance written at Lloyds was 
by individuals acting for themselves or 
for others in syndicate, and the right of 
the underwriters to subscribe Lloyds 
policies or to use the name of Lloyds, 
was made dependent upon their mem- 
bership in Lloyds association and their 
compliance with the regulations of the 
society for the deposit of security to 
guaranty their insurance undertakings. 
By an Act of Parliament in 1871 Lloyds 
was incorporated for three purposes: 


(1) The carrying on of the business of 


marine insurance by members of the s0- | 


ciety ; 

(2) The protection of the interests of the 
members of the society in respect to ship- 
ping and cargoes and freight; and 

(8) The collection, publication and diffu- 
sion of intelligence and information with 
respect to shipping. 

In 1911 a Lloyds Act was passed un- 
der which the scope of the business of 
insurance carried on by members of the 
society was extended to cover insurance 
of every description, including guaranty 
business. 


Present Usages 


At the present time the corporation 


‘of Lloyds is managed by a committee 


elected from the underwriting members 
of Lloyds which committee also regu- 
lates the conduct of members in their 
insurance business and passes upon the 
solvency and financial security of the 
underwriting members. There is reliable 
information to the effect that although 
Lloyds and its various members are 
not authorized to transact the business 
of insurance in the State of New York, 
many Lloyds policies of insurance are 
issued annually to residents of this State, 


and that the policies are issued upon the 
credit, reputation and security of the 
name “Lloyds London” and are com- 
monly known as Lloyds policies, the 
underwriters being numerous and gen- 
erally unknown to the insured parties, 
either as individuals or by syndicates; 
and that furthermore, for many years it 
has been a regulation of Lloyds, with 
the protection of.penal statutes, that no 
one except an underwriting member at 
Lloyds shall subscribe a Lloyds policy 
and that since August Ist, 1918, by 
agreement of the underwriters no 
policies are issued by Lloyds under- 
writers unless the policy bears the 
“Tloyds Anchor Seal.” 

The financial transactions of the un- 
derwriting members at Lloyds respect- 
ing their insurance, have been closely 
supervised and are controlled by the 
committee of Lloyds, the corporation, 
the underwriting members having sub- 
jected themselves to the condition of 
financial regulation promulgated — by 
statute and by the rules of membership. 
According to the regulations, before any 
of the Lloyds syndicates can commerce 
underwriting at Lloyds, London, the 
members must deposit with the commit- 
tee at least five thousand pounds per 
name in respect to marine insurance, 
one thousand pounds per name in re- 


spect to non-marine and two thousand 
pounds per name in respect to employ- 
er’s liability insurance, these being mini- 
mum deposits, only the committee hav- 
ing power to ask more, dependent upon 
the volume of the business of the various 
syndicates. Furthermore the  under- 
writers are required to furnish guaran- 
ties, which with the deposit, amount to 
not less than the premium income. 


Premiums Paid Into Trust Fund 


It is of interest to note that all pre- 
miums received are paid into a trust 
fund, that each year’s business is kept 
entirely separate and that the trust fund 
composed of the premiums received is 
administered by the committee of 
Lloyds, the corporation, acting in the 
capacity of trustee, or we may say treas- 
urer, of the underwriting syndicates, and 
that at the end of the financial year 
the books are closed and a new account 
opened and all risks underwritten after- 
wards are charged to the new account 
and the underwriters are not permitted 
to draw anything on account of profits 
on the basis of calculating unexpired 
risks, but must wait until all the policies 
have actually expired and until the 
liabilities of the respective syndicates 
are discharged and the funds released 
by the committee of the corporation 





Judge Hand’s Opinion 


The opinion of Judge Hand in the 
Havana Harbor case, involving Lloyd's 
insurance, follows: 


1 shall not consider most of the objee- 
ticns raised by the defendant because 1 re- 
gurd one as fatal, ie., that no jurisdiction 
can be acquired in personam over any of 
the individuals making up any one of the 
syndicates. The effort is a new one, con- 
trary to the uniform understanding of the 
profession, which has always assumed that 
the conventional Lloyd’s policy was not 
suable in this country. The fact that for 
any years such underwriters have issued 
policies in this form and no one has ever 
undertaken to bring them to the bar of an 
Amefican court is of itself some reason to 
suppose that it has been aceepted as im- 
possible. 

No law of the State of New York can 
confer personal jurisdiction upon this court, 
Riverside Mills v. Manafee, 287 U. S. 180, 
and unless the underwriters, not being 
present, have in some way subjected them- 
selves voluntarily to that jurisdiction they 
are exempt. A very similar case arose in 
Klexner vy. Farson, 248 U. 8S. 289. There, 
Washington Flexner, apparently not the 
plaintiff, was the agent of the defendants 
in Kentucky and was served with a writ 
out of the courts of that state under a stat- 
ute permitting such service if the defend- 
ants did business therein. Judgment was 
taken on which action was later brought 
in the state courts of Illinois. These held 
the judgment void for lack of jurisdiction, 
and the case went to the Supreme Court 
under the full faith and credit clause. There 
the judgment was affirmed and it was 
noted that the analogy relied on, i.e., that 
of corporations doing business in a foreign 
state, depended upon the right of the state 
to exclude them. As the state had no such 
power in the ease of individuals the an- 
alogy broke down, 


Unincorporated Associations 


Unincorporated associations of the kind 
here in question which must, of course, be 
distinguished from joint-stock associations 
formally organized under Article Two of 
the General Associations Law, are at best 
no more than partnerships, indeed in the 
cuse at bar these syndicates are presum- 
ably not even that. The State of New 
York has made no effort to license them 
and so far as regards citizens of the United 
States could not exclude them from doing 
business within her borders. Nor is she 
in any stronger position because the mem- 
bers of the syndicates are British subjects. 
Article One of the Treaty of 1815 with 
Great Britain (Malloy, Vol. 1, p. 624), as 
extended indefinitely by that of 1827 (Mal- 
loy, Vol. 1, p. 645), provides that between 
the two powers there shall be “a reciprocal 
liberty of commerce.” That the inhabitants 
of either “shall have liberty freely and 
securely to come with their ships and car- 
goes to all such places * * * to which other 
foreigners are permitted to come, to enter 
into the same and to remain and reside 
in any parts of said territories * * * and 
generally the merchants and traders of 


each nation respectively shall enjoy the 


most complete protection and security for 
their commerce, but subject always to the 
laws and statutes of the two countries.” 
The last words do not of ceurse include 
“laws and = statutes,” subjecting them to 
discrimination by reason of their alienage 
and the treaty necessarily overrides any 
siate statute to the contrary, Geofroy v. 
Riggs, 133 UL. S. 258, Yick Wo v. Hopkins, 
118 U. S. 356, Truax v. Raich, 249 U. S. 33. 
These aliens could neither be excluded from 
entry into the State of New York, nor from 
transacting business with her citizens, 

I do not mean that Section Thirteen of 
the General Associations Law should’ be 
read as attempting so to extend the aie 
diction over persons not within the boun- 
daries of the State. Yet if the argument 
be that it should be thus extended and 
there be no escape from such a construc- 
tion, it is void pro tanto. That will be a 
valid reason for not so reading it. 


The United Mine Working Case 


The plaintiff cites United Mine Workers 
v. Coronado Coal Co., 250 U. 8S. In that 
case the Court affirmed the jurisdiction of 
the District Court over a trade union of 
some four hundred and fifty thousand mem- 
bers in the United States and Canada. 
Over some of the members, the officers of 
a number of the locals and the officers of 
the Union, jurisdiction had been got in 
usual form, and it was held that’ this 
brought in the association as a whole. The 
decision did not effect a general change 
in the status of such associations; rather, 
it turned upon the character of a_ trade 
union as such, especially because of its 
repeated recognition in statutes of the 
United States as an entity. It is to be 
read as applicable only to such cases, 

Moreover, in that case some of the mem- 
bers had been served, and personal judg- 
ment could have been got against them in 
any event. The action sounding in _ tort, 
it was not necessary to join all the joint 
tort-feasors, Atlantic & Pacifie Co. v. Laird, 
164 U. SS. 395. It nowhere appears that 
the Supreme Court supposed that judment 
could have been entered against those mem. 
bers who were outside the jurisdiction, and 
I venture to believe that it could not. The 
Court Was interested in whether the union 
funds could be reached on execution and 
that was all. 

The case at bar sounds in contract and 
there is no joint debt. If there were and 
one joint debtor were served a judgment 
might go against the joint funds, Civil 
Practice Act, Sees. 1197-9, though not 
against the debtors not sued. But in the 
case of a series of several debts like these, 
there can be no. service except on the 
theory of the several representation of each 
underwriter by the British corporation, Fish 
& Vanderlip, 218 N. Y. 29. Indeed, even 
Section Thirteen of the General Associa- 
tions Law does not cover any such action. 
While thé liability may be several as well 
as joint, execution is to be levied only on 
joint or common property. Unless it be 
a liability of all, action will not lie, 
Schouten v. Alpine, 215 N. Y. 225, 232, Me- 
Cabe v. Goodfellow, 133 N. Y. 89. 

Service of the writ quashed. 


Lloyds, the said trustee or treasurer. 
These guaranties moreover are in the 
ultimate resort backed financially by 
practically the whole of Lloyds, since 
they are subscribed by underwriters of 
all classes and since the ability of the 
actual guarantors to meet their obliga- 
tions becomes automatically the subject 
of further guaranties and so on until 
practically all of Lloyds underwriters are 
interested. In other words, it may be 
said without any distortion of the facts 
that the various members of Lloyds 
and the Lloyds syndicates are thereby 
welded into one integral insurance con- 
cern of truly mammoth proportions. 

In its operations as trustee or treas- 
urer for the various underwriters syndi- 
cates throughout the world the Lloyds 
corporation appoints and acts through 
numerous and widely scattered local 
managing agents, there being one of 
such agents stationed at New York City. 

The Theory of the Action 

The policy of insurance issued to the 
United States & Cuban Allied Works 
Engineering Corporation was under- 
written by some thirteen different un- 
derwriters syndicates of Lloyds, each 
one of which consisted of more than 
seven persons and was an unincorporated 
association. Counsel for the assured 
corporation conceived the idea of invok- 
ing the New York statute which permits 
the institution of suit against an un- 
incorporated association consisting of 
more than seven persons by service of 
process upon one of a specified number 
of officers, the treasurer being one of 
those enumerated. Accordingly service 
in this instance was effected upon the 
corporation of Lloyds as treasurer of 
the various syndicates or underwriters, 
such capacity of the Lloyds corporation 
appearing from the resume just given of 
the development and present usages of 
Lloyds. 

Counsel for the underwriters, Messrs. 
Barry, Wainwright, Thacher & Sym- 
mers, also of this city, moved to set 
aside the service of the papers which 
had been effected on the local manag- 
ing agent, H. K. Fowler, for Lloyds 
London, the alleged treasurer of the 
Lloyds underwriters syndicates and the 
matter came before Judge Learned 
Hand, who quashed the service of the 
writ and rendered the opinion printed 
elsewhere in this paper. 

An appeal was at once taken to the 
United States Circuit Court of Appeals, 
but the question being jurisdictional and 
furthermore of the utmost importance, 
the appeal was referred by order of the 
court an March 25th, 1924, to the United 
States Supreme Court, where it will 
come up and receive consideration in due 
time. On the part of the defendants the 
point is being raised that they are in- 
dividuals and jurisdiction as to them can 
only be obtained by personal service ef- 
fected upon them individually. This is 
the theory upon which the representa- 
tives of Lloyds in this country have 
proceeded from the outset and which 
has made prevalent the idea that they 
were not amenable to suit in the courts 
of this country, a fact which apparently 
has not been lost sight of in connec- 
tion with their atttitude as respects 
claims presented. Under such a theory 
in order to acquire jurisdiction over 
the individuals, process would have to be 
served upon them, no matter how num- 
erous they might be, and this in many 
instances was practically tantamount to 
depriving the assured of his remedy, so 
difficult did the means of enforcing it 
become. 

The United Mine Workers—Coronado 
Coal Company Case 

A question somewhat similar to this 

was recently before the Supreme Court 
(Continued on page 25) 
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HE advertisement that is shown below 
is one of a series of thirteen. The 
entire series is designed to be used in news- 
papers by local boards, clubs, associations 
or informal groups of agents who appreci- 
ate the advantages of cooperating to make 
their work easier, their income greater and 
their position a more important One in the 
eyes of their community. 


The agents who are already using this 
campaign are sharing the cost of the news- 
paper space and the Hartford Fire Insurance 
Company is furnishing all necessary cuts or 
mats free of charge. The Hartford is pre- 
pared to send a complete portfolio of these 
ads to any stock company agency that is 
seriously interested in presenting this matter 
to his associates. 













WHEN YOU INSURE 








If there is any question about the 

strength of the insurance company which 
writes your policy you have no insurance, 
in the true sense of the word. For in- 
surance must be sure. There must be 
no doubt, no guess work. The old line 
stock fire insurance companies which we 
represent have always paid just claims 
over a long period of years. 

They are thoroughly sound, properly 
organized. A policy written in these 
companies is anasset. No matter what 
evil may befall the companies, the policy 
cannot become a liability. That is a 
very important point to consider when 
you take out insurance. 

mt. rn rat We will be very glad to furnish you 
business te venint a. reliable information in regard to any 
protect the preseatvelae ~=iMsurance company whatsoever and to 
ia acini help you in any of your insurance 
problems. 


















































Building costs increase 




























This advertisement published by the following 
Agencies of old line stock insurance companies: 
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Cooperative 
Advertising 


NE of the most difficult barri- 

ers that local agencies en- 
counter is a wide-spread lack of 
appreciation of the benefits of in- 
surance and of the important part 
that a local agency plays in the 
business life of its community. 
Cooperative advertising will help to 
break down this barrier. 

There is no question about it— 
local agencies do have a story to tell, 
and it is an interesting, absorbing 
story that people will be glad to 
read, provided it is told in an in- 
viting manner. 

At the left is reproduced one of 
a series of advertisements. Each 
ad deals with a subject that con- 
cerns every stock company agency 
—a subject that can be treated 
effectively only in an advertisement 
of considerable size. The cost of 
this campaign should, therefore, be 
divided among the participating 
stock company agencies. When 
the cost of this advertising is so 
divided the cost per agency is sur- 
prisingly small. 

There are hundreds of thou- 
sands of dollars’ worth of desirable 
uninsured property in practically 
every city and town in the country. 
Although this campaign will not 
result automatically in a rush of new 
business, it will make it much 
easier for every agency to get its 
share of these unwritten lines. 

The best way to meet the com- 
petition of “‘cheap’’ insurance is to 
sell stock insurance in a positive 
way that will emphasize the desira- 
ble features found only in old-line 
stock insurance contracts. Co- 
operative advertising does exactly 
this. 

There is nothing in the campaign 
that concerns the Hartford or the 
Hartford local agency. The Hart- 
ford will benefit from the campaign 
—but only as the insurance business 
benefits as a whole—as other stock 
companies benefit and as the local 
agents themselves benefit. 


Naturally, the Hartford would 
not have gone to the expense of 
creating these ads and of furnishing 
all cuts free of charge unless it 
were sure of some return from. its 
investment. As a matter of fact, 
this is one of the strongest argu- 
ments that can be presented in 
favor of the campaign—the Hart- 
ford’s faith in its excellence—a 
faith based on many years of adver- 
tising experience and a great many 
advertising successes. 
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Street Resigns from | 
the Fidelity-Phenix 


FORTY YEARS IN INSURANCE 





Henry Evans Will Return From Pacific 
Coast On April 15; Board Meets 
April 17 





Charles R. Street, president of the 
Fidelity-Phenix, who for years has been 
one of the leading executives in the fire 
insurance business, has resigned. His 
resignation takes effect March 31. He will 
spend a month or two here and then 
probably return to Chicago where he 
spent most of his insurance career. 

Henry Evans, chairman of the board 
of the “America Fore” companies, who 
has not been in good health and who for 
some weeks has been at Coronado Beach 
near San Diego, taking the trip by way 
of the Panama Canal, returns to New 
York on April 15. It will not be known 
until the board meeting of the Fidelity- 
Phenix on April 17 who will be the next 
president of the Fidelity-Phenix. 


Resignation a Surprise 


The resignation of Mr. Street came as 
a distinct surprise. He has been in fire 
insurance for four decades and his first 
work was for a local agency in Meridian, 
Miss., which represented that company, 
and so his entire insurance career has 
had a connection with the company, as two 
years after going to work for the Merid- 
ian agency he went to Chicago as a clerk 
in the Phenix Western Department. 

Upon the occasion of his fortieth anni- 
versary, Mr. Street sent a letter to his 
many friends, advising them of the event; 
and using it as an opportunity to express 
his full sense of appreciation to those of 
his fellow workers whose co-operation and 
friendship had contributed in his opinion 
“in whatever small measure of success I 
have attained.” 

In Chicago, Mr. Street’s advancement 
with the old Phenix was rapid. He was 
an assistant examiner, an examiner, a field 
man, second assistant general agent; then 
assistant general agent, which was his title 
when the Phenix was merged in 1910 with 
the Fidelity Fire into the present com- 
pany, the Fidelity-Phenix. He was made 
secretary in charge of the Western De- 
partment in 1910; then second, then first 
vice-president. 

Mr. Street’s reputation throughout the 
West was most enviable. His circle of 
friendships was wide; his ability every- 
where recognized. On January 1, 1921, 
he was elected president of the Fidelity- 
Phenix and moved to New York. 





POSTPONES CREDIT ACTION 





Boston Board Puts Over Until April 
Decision on Limiting Time for 
Premium Payments 


The Boston Board of Fire Under- 
writers on Monday decided to postpone 
until April 11 action on the proposed rule 
limiting credits. The brokers’ commit- 
tee has recommended the _ following 
change on brokerage and agency rules 
to read as follows: “Members shall re- 
port to the secretary of the board 
monthly not later than the 15th of each 
month the names of brokers and (or) 
agents dealing with their offices who are 
in arrears under the above rule.” 

Delegates from the Boston Board, 
Massachusetts Casualty, Surety & 
Brokers’ Association and the Mutual 
Union are forming a committee to learn 
the attitude of all agents in the state re- 
garding the desirability of fixing a pre- 
mium payment limit by legal amendment 
or policy rider, and when their findings 
are recorded further action will be 
taken. 

The Peoples Acceptance Corporation 
of this city has been formed to conduct 
an insurance and real estate business. 
The directors include: Samuel C. 
Wood, Samuel B. Howard, George V. 
Reilly and Margaret C. Sibbard, all of 
65 Cedar street. 

















Year After Year 


Norwich Union has sustained a 
high level of efficiency, and has 
provided substantial policies, in- 
cluding all modern covers, backed 
by prompt and courteous service 
—a feature that has long been 
recognized for its importance to 
the community as well as its 
value to the discriminating agent. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 
J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


Incorporated 1806 





Hart Darlington, President 
J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President 





H, P. Jackson, Vice-President 


Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensa- 
tion, Accident and Health, Golfers, Plate Glass. 


The Agent Who Seeks to Give Good Service 
Mast Himself be Well Served 


COMPANIES 











W. H. Pierstorff Heads 
Wisconsin Fire Fund 


STATE AGENT FOR CALEDONIAN 





Insurance Commissioner Smith Says In- 
creased Business of State Fund 
Requires a Manager 





W. Stanley Smith, commissioner of in- 
surance of Wisconsin, announced Friday 
the creation of the office of manager of 
the state fire fund and the appontment of 
W. H. Pierstorff, Middleton, to fill the 
position. The creation of this office and 
the temporary appointment of Mr. Piers- 
torff was with the approval of the civil 
service commission pending the holding 
of a competitive civil service examination 
for the position. 

Mr. Pierstorff has had 20 years expe- 
rience in insurance work, 25 months of 
which was in the insurance department as 
statistician and examiner. He is at pres- 
ent state agent of the Caledonian Insur- 
ance Co. 

As manager of the state flre fund, his 
duties will be making valuations of prop- 
erty, issuing policy certificates, inspection 
of buildings insured in the state fund, 
making adjustments of losses, collecting 
premiums and looking after expirations 
and explaining these operations of the 
state fire fund to the governing boards 
of the various subdivisions of the state. 
Part of this work was performed by E. 
D. Bullock, who recently resigned from 
the department. 

Commissioner Smith declared that the 
increased volume of business in the state 
fire fund necessitated the creation of the 


office and the immediate appointment of 
a manager. 





ROSSIA GROUP FIGURES 





Five Reinsurance Companies Make Ex- 
cellent Showing in 1923; Assets 
Over $22,000,000 
The Rossia group of fire reinsurance 
companies, with home offices in Hart- 
ford and New York and with C. F. 
Sturhahn and B. N. Carvalho the guid- 
ing spirits and principal underwriters, 
show excellent financial statements cov- 
ering the year 1923. Assets of all five 
companies combined total about $22,- 
000,000. The Rossia of America has 
total assets of $10,377,486 capital amount- 
ing to $1,200,000 and a net surplus of 

$1,722,077. 

The Fire Reassurance Company of 
New York has assets totaling $4,829,149, 
capital of $400,000 and net surplus of 
$431,844. The Lincoln Fire of New 
York has assets of $2,295,854, capital of 
$400,000 and a net surplus of $439,535. 
The American Fire of New York has 
assets of $2,376,523, capital of $300,000 
and net surplus of $285,147. The Union 
Reserve has assets of $2,090,011, with 
capital of $500,000 and net surplus of 
$232,023. 


LOCKPORT BOARD OFFICERS 


New officers of the Lockport Board of 
Fire Underwriters are: President, Fred 
A. Ringueberg; Vice-president, Edwin 
H. Babbage; Acting Secretary, William 
C. Shapleigh ; Executive Committee, H. C. 
‘Townsend, Harry J. Brumley and B. D. 
Wright; Committee on Electrical De- 
fects, William A. Dickenson, Fred A. 
Ringueberg and W. C. Shapleigh; new 
members of the Membership Committee, 
Fidelis J. Murphy and Irving J. Out- 
water. 


RAIN RATE INCREASES 


Increases in rain insurance rates on 
baseball risks have been announced as 
of April 1, affecting forms E, F and G. 
These rates are increased 25% for the 
first four months of the year, 20% for 
April and 15% for the remaining months 
of the year. Protection under these 
forms after April 1 will begin six hours 
before the game covered instead of 
eight hours as heretofore. 
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“OLD and TRIED” 


E are proud of these strong, conservative figures. 
They have been achieved by managements that have 
continuously carried out the ideals of the organizers of the 
Company in the careful selection of risks and the par- 
ticular choosing of agents. 
The Glens Falls is an intimate Company and deals in 
a really personal manner withits policyholders and agents. 
It deliberately chose at its inception to pursue this course 
in preference to the building of a great commercial machine 
dedicated to the worship of that soulless god, Bigness. 
We feel that this course has been right and that these 
figures prove it. Our 75th year finds the Glens Fallsina 
strong financial position, and in addition to its ample 
“dollars and cents’’ there has been created an intangible, 
but more valuable asset—the loyalty and friendship of our 
policyholders and agents. 


Started in 1849 ga 


INSURANCE#” COMPANY 
GLENS FALLS, N.Y. 


_ 75 years old this year 





E. W. WEST, President H. N. DICKINSON, Vice-President 
4 F, M. SMALLEY, F. L. COWLES, H. W. KNIGHT, J. A. MAVON, Secretaries 


R. S. BUDDY, C. R. WHITEHEAD, Assistant Secretaries R. C. CARTER, Treasurer 
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Sprinkler Leakage 
Selling Arguments 


NEED COINSURANCE 


CLAUSE 





Water Damage Also Being Pushed By 
Maryland Casualty; Advises Three- 
Year Contracts 





Further advice on selling sprinkler 
leakage and water damage insurance is 
being put out by the Maryland Cas- 
valty Company. Several pertinent ar- 
guments are contained in the paragranhs 
which follow: - 

“The values of many of your risks 
are greater now than when you issued 
the policies. As each policy expires, as- 
certain the present value so that the 
amount under the renewal may be based 
on the present value. This will pay you 
as you will be able to increase many 
of your lines. It is up to you to render 
this service, since an assured may for- 
get to increase his insurance as his value 
increases or his business expands. 

“A few years ago more policies were 
written with the 10%  co-insurance 
clause than any other clause. At the 
present time more policies are written 
with the 25% co-insurance clause than 
any other clause. Quite a few policies 
are written with the 50% or 90% co- 
insurance clause. 

“Past experience has forcibly shown 
that no sprinkler leakage or water dam- 
age risk has truly adequate protection 
unless it carries 90% insurance to 
value. JTéventually almost all sprinkler 
leakage and water damage insurance 
will be sold with the 90% co-insurance 
clause. The business should have been 
started that way. 

“You can raise almost every 10% co- 
insurance risk to 25% co-insurance, and 
almost every 25% co-insurance risk to 
50% or 90% co-insurance. A agent can 
easily lose a line through a competitor 
calling attention to the necessity of ade- 
quate insurance at a_ slight additional 
cost. 


Contents Insurance—Building Insurance 


“When you write a contents policy 
always suggest to the assured that he 
insure the building if he owns it. Most 
leaks damage not only the contents but 
the building. Building rates are low. 

“When vou write a building policy 
always suggest to the assured that he 
carry legal liability insurance which will 
insure his legal liability for loss or dam- 
age to property of his tenants. Legal 
liability rates are very reasonable. 

“When you sell a sprinkler leakage 
policy always try to sell the assured a 
water damage policy. When you sell a 
water damage policy always try to sell 
the assured a sprinkler leakage policy, 
if the risk has a sprinkler system. 

“When you sell a water damage policy 
on a risk that has contents in the base- 
ment, always try to sell street water 
supply main and fire hydrant insurance, 
which is a very necessary form of in- 
surance, particularly on basement con- 
tents. Street water supply main and fire 
hydrant insurance may be added to wa- 
ter damage policies by the special rider 
for this purpose. 

“When you sell a water damage policy 
on a risk that has a cold storage room 
or a refrigerating system, always try to 
sell brine and/or ammonia leakage in- 
surance. Some of the prospects for 
brine and/or ammonia leakage insurance 
are cold storage warehouses, candy fac- 
tories, department stores with fur 
storage rooms, other fur storage risks, 
some big hotels and- apartment houses. 

“When you insure a manufacturer al- 
Ways suggest that he carry use and 
ocupancy insurance. Almost any kind 
of a sprinkler leakage or water damage 
tan be severe enough to. cause a U: & 
0. loss. The U. & O. rate is so low 
that it is not difficult to sell this very 
hecessary protection. 

“When you insure a retailer or whole- 
‘adler always suggest that he carry 
Profit insurance. When a retailer or 
Wholesaler has a sprinkler leakage or 
water damage he loses his profit on the 


damaged stock through his inability to 
sell it, so it is obvious you can sell 
profit insurance on this class of risk, 
even more easily than you can sell U. 
& ©. insurance. Profit rates are very 
reasonable. Only first class assured are 
granted profit insurance. 

“Try to write every new or renewal 
sprinkler leakage and water damage pol- 
icy for a term of three years. The 
three-year premium is two and one-half 
times the annual premium. You know 
the advantage of tying a risk up for 
three years.” 


CARNEY’S NEWSPAPER 

R. EK. Carney, a local agent of Man- 
chester, Vermont, has gone into the 
newspaper game. Unlike most publica- 
tions his consists of just one sheet and 
there is only a single copy made. It 
appears twice a week on the windows of 
Mr. Carney’s agency and comprises a 
collection of interesting news items in- 
tended to portray the need for insur- 
ance protection. These clippings are 
pasted on a sheet of paper so as to re- 
semble a newspaper page. The idea has 
gone over strongly and is giving Mr. 
Carney a lot of favorable publicity. 


NEW YORK 











HENRY EVANS 
CHAIRMAN OF THE BOARD 


CHICAGO 


Protest Over Book Valuation 


The New York Insurance Department 
has taken the position that in all cases 
where one company in New York State 
owns directly the stock control of an- 
other with the same charter powers, 
for the purpose of.-its financial state- 
ment, it should disregard the real value 
of its investment and carry its stock 
holdings as an asset on the basis of 
its book value only. 

This position was taken with regard 
to New York Indemnity Company stoc's. 





CAMDEN AGENCY 10 YEARS OLD 

The Smith-Austermuhl Company of 
Camden, N. J., one of the largest local 
agencies in New Jersey, is celebrating 
its tenth anniversary. Charles W. 
Austermuhl, secretary-treasurer of the 
agency, was the founder and for six 
years conducted the agency alone. In 
1914 Andrew B. FF. Smith secured an 
interest in the firm and the Smith- 
Austermuhl Company was _ formed. 
Today it represents a large number of 
fire, casualty, surety and life companies 
and is general agent for several com- 
panies. 


“Your Personal Effects’ — 


a new folder 


Personal Effects, Personal Possessions, and ‘Tourist 
Baggage Insurance are undoubtedly three of the 
‘asiest side lines to sell all the year round. 
client of yours; every friend; everyone in town needs 
one or another of these coverages, and is a live pros- 
pect. And with vacation days ahead, your least effort 
will be rewarded. 


“Your Personal Effects,” our latest advertising 
folder, will aid you materially in soliciting. Write to 
the Advertising Department for a copy, and 

“Ask the Fidelity-Phenix Special” 


A comprehensive instruction booklet on 
Inland Marine Lines which includes 
above coverages will be mailed ow request. 


FIUDIELITY = PIHDENIX 
FIRE INSURANCE CO- 


8O MAIDEN LANE, NIEW YORK,NY. 


CASH CAPITAL 
FIVE MILLION DOLLARS 


MONTREAL 





the 


C-R-STREET 
PRESIDENT 


SAN FRANCISCO 


The New York Indemnity Company is 
96 per .cent owned by the National 
Surety Company. 

Relative to the Insurance Depart- 
ment’s ruling Chairman Joyce makes 
this comment in his annual report to 
stockholders of the National Surety: 

“It is very clear that its true value is 
greater than the sum invested and that 
the stock could readily be sold for an 
amount at least as great as its cost to 
your company. Your company, there- 
fore, is unwilling to concede the posi- 
tion of the Department and its protest 
against this position has been filed and 
overruled. In the subjoined statement 
(annual financial statement) the stock 
of the New York Indemnity Company 
is carried at its cost value of $250 per 
share.” 


JACKSON WITH AUTOMOBILE 

Arthur G. Jackson, for some time with 
Lewis & Gendar as a schedule expert, 
has joined the staff of the Automobile 
at the New York office. He will assist 
A. J. O'Brien, who is in charge of the 
schedule rating department of the com- 
pany. 
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Twenty-Fifth Anniversary 
1899—February 9—1924 


Globe & Rutgers 


FIRE INSURANCE COMPANY 
111 William St., New York City 





January 
ASSETS 
Bonds and Mortgages... $493,500.00 
U.S. Liberty Bonds.... 745,400.00 
Government, City, Rail- 
road and other Bonds 
gud Stocks.......... 40,140,839.47 
Cashin Banks and Office 2,546,217.38 
Premiums in Course of 
Collection. .....<i8.. 8,482 ,604.96 
Interest Accrued....... 365,938.44 


Reinsurance Recover- 
able on Paid Losses. 


118,775.18 





$5 


2,893,275.43 


Ist, 1924 


LIABILITIES 
ne err $3,500,000.00 
ere ere 15,692,715.02 


Reinsurance Reserve... 19,763,165.41 
Losses in Course of 

Adjustment ......... 5,232,395.00 
Commissions and Other 

| none 6,200,000.00 
Reserve for Taxes and 


Depreciation ........ 2,905,000.00 





$52,893,275.43 


Surplus to Policy Holders - $19,192,715.02 


Lyman Candee, Vice President 





E, C. Jameson, President 


J. H. Mulvehill, Vice President and Secretary 


W. L, Lindsay, Secretary 


G. C. Owens, Assistant Secretary 


W. H. Paulison, Vice President 
J. D. Lester, Vice President 

A. H. Witthohn, Secretary 

M. J. Volkmann, Local Secretary 
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Safeguarding the Farm 
Against Fire Hazards 


NATIONAL BOARD’S ADVICE 





Issues Booklet Telling How Fires Start 
and How They Can Be Prevented; 
Urges Lightning Rods 





In the four-year period of 1918-21 the 
amount of farm losses recorded by the 
Actuarial Bureau of the National Board 
of Fire Underwriters reached a total 
of $89,460,524, or $61,274 a day. This 


figure represents the aggregate derived 
from 150,516 separate insurance claims 
and should be increased by at least 25% 
to allow for unreported and uninsured 
losses, of which this occupancy shows 
somewhat more than the usual number. 

Because of this staggering wastage 
the National Board has issued a copy- 
righted publication, “Safeguarding the 
Farm Against Fire,’ which will be 
widely distributed and should be read by 
farmers all over the country. 

The figures in the possession of the 
National Board are that there are six 
and a half million farms in this country. 

The principal cause of loss is lightning. 
From that element there were $16,620,- 
145 losses or 18% of the total destruc- 
tion. The National Board is a strong 
advocate of the lightning rod. Along 
this line it says: 

“Prejudice still lingers in the minds 
of thousands of intelligent farmers 
against this form of protection from one 
of the most terrible of the elements. 
This is more than a little unfortunate 
but it is understandable. Lack of con- 
fidence in the efficacy of the lightning 
rad is, of course, a survival from the 
days a generation ago when a host of 
‘ballyhooing’ lightning rod agents de- 
scended like a pestiferous swarm of 
Iccusts on the country-side and ha- 
rangued the population into purchasing 
something that resembled rodding equip- 
-ment. More often than not this equip- 
ment proved to be worse than useless, 
a hazard in itself; and even where it 
had intrinsic merit the farmer was left 
to rig it up without scientific advice and 
with no instruction in proper mainte- 
nance. Small wonder, then, that for 
vears afterwards American farmers had 
little faith in lightning rods. 

“Gradually, however, quiet and per- 
sistent effort has broken down this 
active dislike and the lightning rod is 
coming back into the country. It is 
coming hack to stay.” 

The National Board also advises that 
wire fences should be rodded. 


Defective Chimneys 


The next hazard to come under dis- 
cussion is the defective chimney. This 
caused about $11,000,000 of damage in 
the 1918-1921 period. It is a peculiarity 
of blazes originating in a chimney or 
flue that the defect usually being con- 
cealed they often gain great headway 
hefore they are detected. The National 
Board then tells what is a safe chimney. 
Along that line it says: 

“Building chimneys with bricks laid 
on edge seems to be a popular practice 
in many parts of the country and it is 
one of the main reasons for defective 
chimney fires in rural property. Sooner 
or later. where this custom prevails, the 
mortar between the bricks will crack and 
apertures will develop through which 
sparks easily can escape. If safety is to 
he assured, bricks alwavs must be laid 
flat and the entire chimnev lined with 
fire clav. Further than this. chimneys 
should be built solidly from the ground 
up and never supported upon beams or 
brackets. since the inevitable settling of 
the walls and floor in time will open 
eracks through which sparks may be re- 
leased into floor spaces and_ attics. 
rendering fire a virtual certainty. Flue 
holes that are not in use will be a con 
tinuing fire menace unless thev are 
closed, and for this purpose tight-fitting 
metal covers are best. Such openings 
should not be pasted over with paper, 
for this introduces a dangerous condi- 


tion when stoves are set up and brought 
into service. Chimneys, furthermore, 
require periodic cleaning of accumulated 
soot. The occasional sprinkling of a 
handful of tablesalt on the fire in the 
stove, grate or furnace—dampers being 
opened for half an hour—has the effect 
of reducing soot desposit in flues. 


Spontaneous Combustion 


In the booklet quite a lot of space is 
given to barn fires and to the spon- 
taneous ignition hazard. The main 
factors leading to spontaneous ignition 
of foods and fodders may be given 
roughly as moisture, bacterial activity 
germination and storage in large heaps. 
Where stored lots of the materials 
amount to hundreds of tons spontaneous 
combustion sometimes may be under- 
way for two or three months before it 








is discovered. All of the substances 
mentioned are dangerous when piled in 
large heaps or tightly packed in bins 
while still in a fresh state, or if they are 
allowed to become wet after being dried 
and then are stored for some time in 
that condition. Such damp and _ wet 
materials may contaminate dry lots of 
the same products and cause them to be 
overheated. The booklet tells of one 
nian who suffered an uninsured loss of 
$20,000 from spontaneous combustion 
and it was his eighth fire from the 
same cause. Some people never learn. 

Of course, gasoline hazards come in 
for their share of attention. 

The booklet is unusually valuable and 
winds up by telling how to put out fires 
when they occur. 


UNION MEETS APRIL 14 

The Western Union will hold its 
spring meeting at the Carolina Hotel 
at Pinehurst simultaneously with that 
of the insurance commissioners, both 
conventions starting April 14. Many 
underwriters here see a good sign in 
such a move which will bring together 
two parties to the comm’s,ion battle and 
possibly lead to informal conferences 
which may develop steps toward peace 


U. S. Supreme Court to Pass Upon Lloyd’s 


(Continued from page 19) 


of the United States when the case 
of the United Mine Workers of Amer- 
ica versus The Coronado Coal Company 
was decided. 

In that case the United Mine Work- 
ers of America and certain local labor 
unions, all being unincorporated associa- 
tions, were used in the respective names 
of the associations. Counsel for them 
contended that jurisdiction had not been 
acquired by the plaintiff and that the 
plaintiff should be compelled to bring 
action against and serve process in- 
dividually on the members, to a number 
approximating 400,000. 


Justice Taft’s Opinion 


The opinion of the court was written 
by Mr. Chief Justice Taft, who said in 
part: 


“Were the unincorporated associations, the 
International Union Distriet No. 21 and 
the local unions suable in their names 
** * 9 Undoubtedly at common law an un- 
incorporated association of persons was not 
recognized as having any other character 
than a partnership in whatever was done 
and it could only sue or be sued in the 
names of its members, and their liability 
had to be enforced against each member. 
But the growth and necessities of these 
great labor organizations have brought 
affirmative legal recognition of their exis- 
tence and usefulness and provisions for 
their protection, which their members have 
found necessary * * *. More than this 
equitable procedure adapting itself to mod- 
ern needs has grown to recognize the need 
of representation by one person of many, 
too numerous to sue or to be sued; and 
this has had its influence upon the law side 
of the litigation, so that out of the very 
necessities of the existing conditions and 
the utter impossibility of doing justice 
otherwise. the sunble character of such an 
organization as this has come to be recog- 
nized in some jurisdictions, and many suits 
for and against labor unions are reported 
in which no question has been raised as 
to the right to treat them in their closely 
united aetion and functions as artificial per- 
sons espable of suing and being sued. * * * 
To remand persons injured to a suit against 
each of the 400.000 members to recover 
damages and to levy on his share of the 
strike fund, would be to leave them remedi- 
less.” 


That action was accordingly held 
properly brought as respects the naming 
of the defendants. Does it seem un- 
reasonable to suppose, therefore, that 
the Supreme Court may not extend this 
doctrine in the instant case so as to 
render the numerous individuals, at times 
conveniently hiding under the cloak of 
Lloyds, susceptible to service of process 
in this country and thus make it not 
only possible but practical to secure re- 
dress against them in our own courts? 

Tf a century or two ago the policy of 
the courts had been that the mere fact 
the thing had never been done before 
would necessarily mean it could not be 
done, and in other words had always re- 
quired a precedent and in the absence of 
one refused any relief, the state of the 
law today would be very different from 
that in which we find it. It has seemed 
{oO many insurance experts as well as 
persons learned in the law that the ap- 


in the Western territory and a national 
solution of the commission difficulty. 


W. F. Barton, general adjuster of the 
North British & Mercantile, will speak 
at the next meeting of the Examining 
Underwriters Association of New York, 
to be held April 8 at Miller’s Dining 
Hall, 113 Nassau street. 
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parent legal security enjoyed by the 
members of Lloyds’ operating in this 
country was almost an anomaly and con- 
stituted a situation which should not 
equitably be permitted to continue. The 
pending litigation, therefore, seems to be 
a pioneer effort in so far as haling the 
Lloyds’ interests before the bar of the 
Supreme Court of the United States is 
concerned, and the decision is awaited 
with proportionate interest. 





SOME COMPANY! 





Schaghticoke Society For Apprehending 
Horse Thieves and Robbers Paid 
$12 In Losses 


Probably the most unique insurance 
company in the country is the Schaghti- 
coke Society for Apprehending Horse 
Thieves and Robbers, of Schaghticoke, 
N. Y. It commenced business in 1832. 
C. H. Larabee is president and Charles 
L. Dater secretary. The total income 
of this unique insurance organization 
in 1922 was $40.70. It paid $12 that 
year in losses and under the head of 
advertising, printing and stationery it 
spent $1.85. The 1922 figures are the 
latest available. 

It received $13.25 in assessment and 
has a balance on hand deposited in trust 
companies and banks on interest of 
$622.45. To belong to this society it is 
necessary to pay annual dues of $.25 
and to pay $8 membership fee. 

Risks are inspected by the directors 
and losses are adjusted by six members. 
The largest amount insured in any one 


hazard is $150. 


TO VISIT EUROPE 
E. Jay Wohlgemuth and Mrs. Nora 
Vincent Paul of National Under- 
writer to Sail in June 
E. Jay Wohlgemuth, president, and 
Mrs. Nora Vincent Paul, vice-president, 
of the “National Underwriter”; Mrs. 
Wohlgemuth and Mrs. Paul’s daughter, 
Dorothy, will sail for Europe in June. 
They will attend the Insurance Adver- 
tising Conference in London. Mrs. Paul 
will have charge of the Conference’s ex- 
hibit, and will spend about three months 
abroad. Mr. Wohlgemuth will write 
some articles from there for his publi- 
cations. 


HEADS CHICAGO PATROL 

The Chicago Board of Underwriters 
Fire Insurance Patrol Committee, an- 
nounces the appointment of Frank C. 
McAuliffe, of the Chicago Fire Depart- 
ment, as Superintendent fo the Insur- 
ance Patrol, effective May 1, 1924, suc- 
ceeding Superintendent FE. T. Shepherd, 
who retires voluntarily on that date 
after a service of forty-nine years for 
the Patrol with a wonderful record of 
achievement. Suitable recognition of 
his record will be made at the quarterly 
meeting of the Board on April 10th and 


an announcement of that program will 
be made Tater. 


ROSE & SMITH MOVE 


Rose & Smith, adjusters with head- 
quarters in Baltimore, have opened new 
offices at 24 Commerce street in that 
city. They were formerly located in the 
American Building. 


James Marshall, secretary of the 
Northern of New York, and Lawrence 
F. Bowden. vice-president of the Pacific 
Fire and Bankers & Shippers, have he- 


come life members of the Insurance So- 
ciety 


A. A. Bell, chief of fire brigades of 
the Continental and the America Fore 
Group is one of the contributors of a 
series of articles on volunteer fire de- 
partment instruction which will be pub- 
lished by the paper, “The Fire Engi- 
necr” of New York. 
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Lively Tilts Mark 
Hearing at Albany 


INVESTMENT CHANGES OPPOSED 


Insurance Department Reluctant to Yield 
to Proposals; Conroy Case Bill 
Unopposed 


Considered from any standpoint, the 
hearing held before the Assembly In- 
urance 
\Ibany Tuesday, due to anticipated early 
adjournment of the legislature and the 
act that the Assembly business is trans- 
ferred to Rules Committee on March 28, 
Vas umsatisfactory. Only two of the 
four measures scheduled for hearing 
ere considered and both of these repre 
ented a rehearing 

Phe amendment in relation to the ap- 
proval of fire prevention devices or ap 
paratus or equipment and its effect upon 
rates of insurance was not opposed. 

Phe Fearon-Cuvillier bill requiring all 
liability policies written on automobile 
owners to contain a provision insuring 
for damages for death or injuries re 
sulting from the operation of. such 
motor vehicle and the Conroy bill re- 
lating to adjustment of a claim by an 
automobile owner were not reached for 
discussion when the hearing adjourned 
at 6:45 p. m 

\ll of the arguments presented last 
week .in relation to Assembly Bill Print 
No. 1415, by Mr. Hutchinson, , which 
amends the insurance law, in relation to 
the investment of insurance companies 
other than life, were reiterated. Mr. 
Duetschberger stated that the amend 
ments proposed last week by J. H. Doyle 
of the National Board of Fire Under 
writers and by Colonel Thacher were not 
acceptable as they would let down the 
bars entirely relating to investments. 
\t this point a lively tilt occurred be- 
tween Mr. Duetschberger and Mr. 
Doyle, the latter insisting that the 
amendments proposed at the hearing 
last week were drawn at the suggestion 
of the Superintendent of Insurance and 
cemed to meet his views, the former 
ventleman denying the allegation. 


Committee at the Capitol at 


Doyle Presents Amendments 
Mr. Doyle presented for the con- 
sideration of the committee some further 
amendments the chief of which would 
make subdivision four of section 16 of 
the insurance law read: 


“No such funds of a domestic insurance 
corporation, nor the funds of the United 
States’ branch of a corporation of a for- 
eign country authorized to transact busi- 
ness in oor having its principal office in 
this state shall be invested in or loaned 
on its own stock nor invested in or loaned 
on the stock of an insurance corporation 
carrying on the same kind of business, ex- 
cept as herein provided. In the case of 
a stock insurance corporation, other than 
life, such funds may be directly so in 
vested, or indirectly so invested, through 
a holding corporation, if the investing cor- 
poration is possessed of an amount of 
capital and surplus equal to double the 
imount of the minimum capital and sur 
plus required of such corporation under 
the provisions of this chapter, but no such 
investments in the stock of another insur- 
ance corporation carrying on the same kind 
of insurance business shall be made, ex- 
cept as herein provided , without the 
consent of the superintendent of insur- 
ance But no such investment shall be 
hereafter made by an insurance corporation 
in the stock of another insurance corpora 
tion, if the latter has invested in or loaned 
its funds on the stock of the first invest- 
ing corporation.” 


_ This amendment was not acceptable to 
the department. 

Two or three times during the hearing 
Chairman Hutchinson was obliged to in- 
ject humorous remarks to terminate 
clashes between Mr. Duetschberger and 
various speakers. This was especially 
true in the case of former Senator Frank 
Wiswall, an Albany attorney represent- 
ing the World Insurance Company, who 
wanted to know if an insurance com- 
pany declared a dividend and invested it 
in the funds of another insurance com- 
pany instead of putting it into the stack- 
holders’ pockets, if it were not bene- 
fiting the policyholder by giving him 
idded security if the investment turned 
out well and if it turned out badly, how 





was the policyholder any worse off than 
as if the dividend had been distributed to 
the stockholder in the first instance. 
This was a question which the depart- 
ment failed to see had any bearing on 
the subject under discussion and at about 
this point Mr. Duetschberger proceeded 
to orate on the evils of pyramiding in- 
vestments. 

Mr. Wiswall stated that as he under- 
stood it the hearing was being held in 
an efforé to get together, that Mr. Doyle 
and Colonel Thacher had conceded a 
number of points, that the department 
had conceded none, and that a com- 
pronuse could never be arrived at by 
such a method and suggested that the 
department state just how far it was 
willing to go. “Just how far we are 
willing to let down the bars,” said Mr 
Duetschberger, which question he was 
unable to answer in the absence of the 
superintendent. 

Status of N. Y. Indemnity 

Joseph T. Magee, representing the Na- 


tional Surety Company of New York, 
presented an able argument against the 
bill as it now stands, contending that 
that company had organized the New 
York Indemnity Company in good faith 
and that if the present proposed amend- 
ments prevail they would be unable to 
longer support the latter company out 
of contributions from the surplus of the 
parent company, which would mean 
either the sale of that company to a 
competitor or going out of business. 

F, A. Gardner, representing the New 
York State Agents Association, made a 
strong plea that the department devise 
some way of legalizing and_ stabilizing 
the underwriting company and that a 
way be provided to allow New York 
State companies to invest their money 
in the same way as foreign companies 
now do in competition with American 
companies. Mr. Gardner. said in part: 

“IT think there is a certain advantage 
in group underwriting. I would be very 
sorry to see one group control all the 


companies as there is an advantage in 
competition. Its value has been shown 
by actual experience in which San Fran- 
cisco was one of the best times to esti- 
mate it. A company that comes into 
Albany with just one agent, is going to 
get just a share of the business, but if 
there is a group of companies that may 
have four, five, six or seven agents in 
Albany they will get a spread of busi- 
ness. -_Now owing to our laws a number 
of companies in order to do that have 
had their underwriters. It has been 
done both ways. 

“T can see where a group coming in 
with four, five or six agents would get 
a greater spread of busimess. Actual 
experience has shown they do not in- 
crease their line, what they are inter- 
ested in is the spread. If there is one 
class of companies able to perform that 
service and form that group the other 
companies ought to be able to have that 
right. It has always been the policy of 
the past in this state to give the state 
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companies an equal show with the com- 
panies from without the state and at the 
same time it has been the department’s 
policy never to penalize the company 
that came from the outside countries, 
but as to giving the proper solution 
after all I have heard I am afraid my 
old friend Solomon would be stuck.” 


Wants To Compete With Foreigners 


Mr. Doyle emphasized the necessity of 
fixing the law so that money of New 
York companies could be invested in 
competition with foreign capital and 
asked why investment in the shares of 
an insurance company subject to the in- 
spection of the department was not bet- 
ter than in a commercial corporation 
over which the department exercises no 
supervision. 

The hearing on this particular bill 
concluded with a suggestion that either 
investments in other insurance corpora- 
tions be limited to 50 per cent. of the 
gross assets, after deducting minimum 
capital or of the capital and net surplus 
or that a scheme be worked out for 
graduated percentage investments based 
on the amount of capital of various com- 
panies so as to give the smaller com- 
panies an equal show with the larger 
ones in much the same manner as ex- 
penses of life insurance companies are 
regulated. 

It seems to be the general opinion that 
the bill will be reported out in some 
form before adjournment of the legisla- 
ture, but it is hardly likely that the de- 
partment will accept much if any sug- 
gestions from the people whose inter- 
ests are affected. 

While Assembly Print No. 1721 was 
not reached until after six o’clock, some 
intelligent discussion was had regarding 
it. This bill amends those provisions of 
the law changed last year to meet the 
hysterical demands of the Lockwood 
Committee and Mr. Untermyer. That 
they have accomplished any real good in 
the State Mr. Doyle vigorously denied. 
The principal amendment this year is 
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a business in this state report to the de- 
partment all of their business in all other 
states classified according to New York 
standards and as many of the other 
states have a different classification, this 
means going over thousands of policies 
and making up a report to this state 
which will be of no use after it is ob- 
tained. 

Mr. Duetschberger insisted that the 
rates in this state are based on experi- 
ence all over the country and Mr. Doyle 
read the law three times to show that 
the language thereof clearly states that 
they are based on the experience in this 
state. 


MARYLAND FIGURES 
Additional figures of companies writ- 


ing fire insurance in Maryland are as 
follows: 

Premiums Losses 
Comtrel Fit@ics ccc ccdveese $418,991 $109,949 
i artford POcew cays exces 369,518 47,652 
Fireman's Fund Sea eee 100,423 45,178 
National Union... . ey %9,318 31,772 
Ins. Co. of State of Pa 81,849 39,999 
Gigs Pale 6.5. cin wexie ss 75,150 36,409 
American Eagle Fire...... 52,038 13,339 
Dubuque Fire & Marine. 49,292 14,123 
Milwaukee Mechanics...... 44,510 27,494 
Connecticut Fire....... . 40,760 21,306 
Bankers & Shippers....... 18,497 1 739 


Seely & Comins a prominent Pacific 
Coast general agency, has made an ar- 
rangement with the Threadneedle In- 
surance Company of London covering a 


H. J. Drake Resigns as 
Department Counsel 


WILL ENTER LAW FIRM HERE 





Has Been Legal Representative of De- 
partment For Six Years; Active 
In Legislature 





Harvey J. Drake, counsel to the New 
York State Insurance Department for the 
past six years, has tendered his resigna- 
tion to take effect shortly after the close 
of the present session of the Legislature, 
when he will become associated with the 
firm of House, Grossman & Vorhaus, one 
of the oldest and largest law firms in New 
York City, with offices at 115 Broadway. 


Mr. Drake was appointed counsel to 
the Insurance Department in January, 
1918, by former Superintendent of Insur- 
ance Jesse S. Phillips; was re-appointed 
by Superintendent Francis R. Stoddard, 
Jr., and has served twice as long as any 
previous counselor of the Insurance De- 
partment. 

The past six years have been important 
ones, both in the transaction of insurance 
business and also in the development and 
administration of the insurance law. Dur- 
ing this time Mr. Drake has given his 
attention not only to the great number of 
legal questions coming before the De- 


had the direction and responsibility of the 
passage of these bills in the Legislature. 
This has given him an unusually wide 
experience and acquaintance, which should 
have a valuable bearing upon his future 
work. His duties have also brought him 
into close contact with other departments 
of the State Government, principally in 
the office of the Attorney General and the 
State Tax Commission. 

Mr. Drake was graduated from Cornell 
University in 1904 and practiced law in 
Buffalo until his appontment as counsel 
to the insurance department, being a mem- 
ber of the law firm of Chester, Smith & 
Drake. While in Buffalo he became active 
in Republican politics and was a member 
of the Board of Supervisors of Erie 
County during 1916 and 1917. He was re- 
elected in 1917 but resigned after his ap- 
pointment as counsel to the insurance de- 
partment. 





ALEXANDER YOUNG DEAD 

Alexander Young, 80 years old, who 
represented the Missouri Insurance De- 
partment in the prosecution of violators 
of insurance laws in the early 80's, died 
at the St. Louis Sanitarium Monday, 
March 17, following alleged brutality on 
the part of an attendant of that institu- 
thon. 

Young was an attorney of prominence 
in Missouri and was a law partner of 
two governors and a lieutenant gover- 
nor. However, when he was buried in a 
snow covered lot in Calvary Cemetery 
on’ March 19 only his widow and a few 
old friends were present. 

Long years of active work in the 
court had dulled Young”s faculties and 
in October, 1921, his wife had him re- 
moved to the sanitarium thinking that 
he would receive the best of care there. 
She paid the city for his board and keep 
from what remained of the estate he 
had created by his legal work. 


Resolutions on the death of R. Emory 
Warfield, late president of the Hanover, 
adopted at the monthly meeting 
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Commissions Issue 
Awaits Court Action 


IN INTERPRETATION OF LAW 


Killing of Bill at iin Not Final Step; 
Fight On Principal of Conran 
Case 


Formidable opposition from agents 
and brokers led last week to the con- 
sent of the New York Insurance De- 
partment to cease efforts to pass a bill 
giving the state substantial control over 
rates of commissions and numbers of 
agencies. Such a step was contemplated 
by the insurance department in its pro- 
posed amendments to Section 14l-a of 
the Insurance Law, the section on rat- 
ing organizations, when it introduced a 
bill providing that “Every such rating 
organization shall adopt reasonable rules 
for the limitation of agencies and the 
regulation of commissions and other 
acquisition expenses which constitute 
elements or factors entering into the 
computation of rates.” 

Claiming that if this amendment was 
passed the state would be interfering 
with, rights of contract, brokers and 
agerits joined in opposing the bill at a 
conference early last week with Super- 
intendent Stoddard. The department 
then consented to delete that part of the 
bill and await for a decision from the 
Appellate Division of the Supreme Court 
on the rights of the superintendent to 
pass on commissions and agencies. 

It will be recalled that the Appellate 
Division has before it an appeal from 
the judgment of Justice Lehmann given 
last year in the suit of the nonboard 
companies against the New York Fire 
Rating Organization. When the case 
was first heard the Rating Organiza- 
tion companies and the insurance de- 
partment contended that the rating law, 
Section 141, allowed the department 
some control of commissions and 
agencies because such control was es- 
sentially necessary if the insurance 
superintendent was to judge the reason- 
ableness of fire insurance rates. As a 
rate comprises the elements of losses 
plus expenses, certainly commissions are 
a large part of the expense factor, the 
Rating Organization and department 
contended at that time. 

But the case was not settled on that 
particular issue when Justice Lehmann 
rendered his opinion, granting an in- 
junction to the nonboard companies, so 
that until the Appellate Division delivers 
its opinion there is no certainty whether 
the law at present does or does not 
grant the superintendent of insurance 
the power to fix maximum commis- 
sions for agents. So the entire ques- 
tion whether the New York Insurance 
Department has jurisdiction over com- 
missions is not settled one way or the 
other by the killing of the proposed 
amendment. It is for the courts to de- 
cide how tar the superintendent may go 
along these lines. 


Fight On Sprinkler Issue 


Killing the amendment above-de- 
scribed is not the death-knell of the en- 
tire bill, because another section con- 
tains an amendment which would allow 
the insurance department to decide 
whether credits should or should not 
be given in fire rates for the installation 
of certain fire checking or fire prevent- 
ing equipment. The courts have de- 
cided in the Conran sprinkler case that 
the state lacked power to interfere 
when Conran charged discrimination 
against the fire companies) when they 
would not give credit to his device on 
the grounds that it had not been tested 
and O.K.ed by the Underwriters’ Labora 
tories, 

New York State wants the power 
which it finds itself denied, and in order 
that the passage or defeat of the bill 
now before the legislature may be de- 
cided entirely upon this issue the in- 
surance department was willing to re- 
move the paragraph on commissions. 
It does not want the bill to be killed if 


it is killed on any issue other than the 
principal one. 

Following is the amendment to Sec- 
tion 141 which the insurance department 
is eaver to get through the current ses- 
sion of the legislature : 

“The term discriminates unfairly as 
used in this section refers to the results 
produced by the rules or practices of 
the rating organization or underwriter 
and not to the rules or practices under 
whith such results are produced. 

“No such rating organization shall 
fix or make any rate or schedule of 
rates or include any charge or credit in 
any rate or schedule of rates which is 
to or may apply to any risk within this 
state, on the condition that any ma- 
terial, article, device, equipment or ap- 
paratus entering into, installed or used 
in connection with the property or risk 
insured must be submitted to any 
private or commercial organization for 
test or approval or on condition that 
any such material, article, device, equip- 
ment or apparatus bear the label, mark 
or emblem of approval of any private 
or commercial organization, but nothing 
herein shall prevent any such rating or- 
yvanization from conducting at its own 
expense such tests as may be necessary 
to determine the merits of any such 
material, article, device, equipment or 
apparatus, under reasonable rules and 
under reasonable conditions, subject to 
review and approval by the superin- 
tendent of insurance, who may upon a 
verified complaint or upon his own initi- 
ative investigate such rules or conditions 
and may direct that any unreasonable 
or discriminatory rules or conditions be 
changed or eliminated.” 


NEWARK FIRE PROMOTIONS 

‘The Newark Fire has appointed C. EK 
‘Litsworth treasurer of the company in 
addition to his position as assistant sec- 
retary. Robert C. Ratcliffe, who has 
been with the company for a number of 
years as Statistician, has been appointed 
assistant treasurer and Richard E. Weiss 
has been made chief accountant. These 
promotions were made necessary by the 
resignation of T. D. Richardson, treas 
urer of the company, who is now chief 
auditor of the Royal Insurance in New 
York 


SPECIAL AGENT FOR UNION 

Herbert L. Woodroffe has been ap- 
pointed special agent for New York 
State for the Union of Canton, suc- 
ceeding Carl Rubert, who has resigned. 
Marsh & McLennan are United States 
inanagers of the company. 





VICTORY-RELIANCE INCREASE 


The Victory and Reliance, two com- 
panies in the Fire Association of Phila- 
delphia group, are to increase their capi- 
tal to $1,000,000 in the near future. An 
amount similar to the capital increase 
will be added to the surplus of each 
company. In the case of the Victory 
the financing will be completed through 
the sale of $500,000 in stock for new 
capital and $500,000 for the surplus ac- 
count. The Reliance will add $600,000 
to its capital and a like amount to its 
surplus to make both reach the $1,000,- 
000 mark. Then every company in the 
group will be in the million dollar class. 


The K. S. Fosdick Agency of New 
York City has been incorporated at Al- 
bany, with a capital of $20,000. The di- 
rectors include K. S. Fosdick, 95 Wil- 
liam street; Mark Frank and J. J. Mi- 


chael, both of 115 Broadway. 





THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance com- 
pany is in the conservatism of its man- 
apement, and the management of THE 
VER is an absolute assurance of 
the security of its policy. 


EMORY WARFIELD, President 


WILLIAM WORRIGON Ant. Sec’y 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 


NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 
95 WILLIAM STREET, NEW YORE 
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F. Cowee, 


National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1924 

| eee IE OMINE  ccair-nieee ee chips aa 6 ekadeled cian icae deans oateeeaae $ 2,000,000,00 
Reeve POR Al LRABIATICS. . onic ccceccsccccscesecese 20,599,377.77 
NON I oferta ota At RcinG LAO angie g nck trencn Smee na seeaeeee 9,101,570.58 
CONTINGENT RESERVE PUND oocciicccsccicsscviccscesevcccces 500,000.00 
"ccc tic OE OCC EON OO PT tm nr 32,200.948.35 
TOTAL SURPLUS TO POLICYHOLDERS. ..........ccccccccces 11,601,570.58 

| H. A. Smith, President S. T. Maxwell, Secretary R. M. Anderson, Ass’t Sec’y 

| KF. D. Layton, Vice-President C. B. Roulet, 


Ass’t Secretary F. B. Seymour, Treasurer 
Ass't Secretary 























HARTFORD, 











ROSSIA INSURANCE COMPANY 
OF AMERICA 


FIRE REASSURANCE COMPANY 
OF NEW YORK 


AMERICAN FIRE INSURANCE 


CORPORATION 
OF NEW YORK 


UNION RESERVE INSURANCE CO. 
OF NEW YORK 
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| NATIONAL LIBERTY | 


INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 


Losses paid since organization over 56 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


Western Department: 207 North Michigan Boulevard, Chicago 
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LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 
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All Strongly Condemn 
State Interference 


AT LOCAL AGENTS CONVENTION 





All Forces Unite in Resisting Outside 
Attacks on Insurance Business; 
Convention Notes 





One dominating theme of discussion 
ran through the whole two days of the 
mid-winter convention of the National 
Association of Insurance Agents, held 
last week at the Hotel Washington at 
Washington, D. C.,. namely the relation 
of the government, state or national, to 
the insurance business. Coming promi- 
nently to the fore on three leading occa- 
sions,—when the subjects of workmen's 
compensation insurance, compulsory 
automobile liability insurance and local 
agents’ commissions were discussed— 
this important topic easily overshadowed 
all others at the convention. 

From the first session until adjourn- 
ment the following day different speak- 
ers were constantly on their feet 
deploring unjust interference by govern- 
ment authorities in the insurance busi- 
ness. Whether this interference as- 
sumes the form of dictating the amount 
of income an insurance agent should re- 
ceive, or whether a person must take 
out automobile liability insurance or 
whether the state or nation itself should 
write insurance to the exclusion of pri- 
vate carriers, it is universally regarded 
by insurance agents as an unjust and 
unconstitutional abridgement of personal 
rights. 

While insurance agents condemn the 
injection of socialism into their business 
they do not want to be criticized as 
opposing fair and moderate regulation. 
They are not anarchists, crying for the 
abolition of all governmental authority 
and supervision, but maintain what they 
believe to be a sane middle course. The 
function of the state is to protect the 
public against fraud, extortion and finan- 
cial loss and to exercise other police 
powers, but not to usurp all the private 
rights of insurance men to the extent 
of running their business for them or 
ejecting them from it altogether. 


Insurance Must Solve Own Problems 


Speakers who included company ex- 
ecutives, leading agents and an insur- 
ance commissioner unanimously  con- 
demned interference by the commis- 
sioners or any other government author- 
ity with the basic principles of insur- 
ance. Just as strongly, however, did 
they insist that the insurance business 
itself solve its internal troubles without 
delay and not allow dissensions to drag 
along until the public suffres harm, at 
which point the state rightfully can 
claim a pretense for stepping in. 

The Fitzgerald workmen’s compensa- 
tion monopolistic state fund bill for the 
District of Columbia, the Downing bill 
of the same stripe for New York, vari- 
ous compulsory automobile liability 
bills, and the insurance commissioners’ 
mandates on uniform commissions for 
agents were discussed at length by the 
agents and the invited speakers. Oppo- 
sition to compulsory automobile insur- 
ance is not directed against the principal 
of protection for persons injured in mo- 
tor car accidents but against provisions 
in many such bills providing for state 
funds, in other words, government in- 
surance. 

Congressman Underhill, of Massa- 
chusetts, author of the Underhill bill 
which is a substitute for the Fitzgerald 
bill omitting the monopolistic feature, 
drew prolonged applause and cheers 
from the agents by standing firmly for 
the preservation of American rights. 
James L. Madden, manager of the 
United States Chamber of Commerce’s 
insurance department; President C. R. 
Miller of the Fidelity & Deposit; Com- 
missioner Burt A. Miller of the District 
of Columbia and such brilliant speakers 
among the agents’ ranks as President 
Bell, T. C. Moffatt, Fred J. Cox, James 
L.. Case and E. M. Allen put it squarely 
up to the agents to fight this govern- 


ment intrusion in their home districts 
where they can influence public opinion 
and votes, which in the last instance, 
are the two biggest forces influencing 
legislators. 

Union Bureau Controversy 

Refusing to believe that the Union 
and Western Bureau companies are con- 
testing an issue which cannot be settled 
promptly and permanently, the agents 
continued to call on the companies tor a 
settlement of the commission and sep- 
aration problems. It was graphically 
pointed out at how few places the Union 
and the Bureau are really disagreeing, 
the only big point being the rates of 
commission to be paid in mixed agencies. 
ihe agents have no sympathy with the 
idea that there must be a long, tedious 
and costly battle before this issue is 
settled finally. 

Colonel Walker Taylor of Wilming- 
ton, N. C., one of the wittiest agents in 
regular attendance at conventions, 
promised Mr. Moffatt and the others 
who have been im conference with the 
Umon and the Bureau “some good 
Presbyterian prayers” if they will keep 
on with their fight. 

Spiegelberg Promoted 

William H. Spiegelberg, secretary- 
treasurer of the New Jersey Association 
o! Underwriters who attended the con- 
vention along with President Arnold 
Kippe, is now resident vice-president in 
jersey City of the Jos. M. Byrne Co. 
Mr. Spiegelberg has been with the 
agency since 1906. The Byrne Co. has 
Witham S. Naulty, a prominent agent 
ot Newark, as one of its vice-presidents. 

Neat Souvenirs Distributed 

The Washington Insurance Agency, 
Inc., of which W. Kk. Sease is vice-presi- 
dent and manager, distributed attractive 
looking metal match-box holders to 
those at the convention. The boxes 
bore the name and trade-mark of the 
Calitornia Insurance Company. 


PICKING FIRE WASTE WINNERS 








Chamber of Communes of U. S. Begins 
Yask of Selecting Winners Among 
Many Contestants 


The task of selecting the winners of 
the 1923 fire waste contest among 
chambers of commerce and civic or- 
ganizations conducted by the Chamber 
of Commerce of the United States in co- 
operation with the National Fire Waste 
Council has begun. Reports filed by 
the competing organizations have been 
examined by the Contest Grading Com- 
mittee, which is composed of: Eugene 
Arms, manager, Mutual Fire Protection 
Bureau; George W. Booth, chief engi- 
neer, National Board of Fire Under- 
writers; and Franklin H. Wentworth, 
secretary, National Fire Protection As- 
sociation, 

The committee reviewed carefully the 
detailed information as to fire loss sta- 
tistics, educational activities and im- 
provements in permanent structural and 
fire protective equipment submitted by 
the various chambers of commerce and 
similar civic associations enrolled in the 
contest. Since complete data has not yet 
been received from all of the 195 com- 
peting organizations, full reports or in- 
formation supplementing that already 
filled wili be considered by the commit- 
tee at a later date. A board of judges 
will choose the winners from the con- 
testants with the highest standing as 
designated by the committee. Par- 
ticipants are divided into four classes 
according to the size of the city in 
which located. 

Awards will be made to the winners 
in each class at the annual meeting of 
the National Chamber to be held at 
Cleveland in May. 


Cc. D. SCHEFFE GENERAL AGENT 


Chris. D. Scheffe, superintendent of 


agencies in the Eastern department of 
the London Assurance, has been pro- 
moted to general agent in recognition of 
his long and efficient service. 





Tourist Floater Risks 


Jewelry, Furs and Personal Effects covered 
against “ALL RISK” losses anywhere in 
the Wide World—Form broad and liberal. 


Particulars upon request. 


MARSH & MSLENNAN 


175 West Jackson Blvd. 
CHICAGO 

















LONGNECKER IN ST. LOUIS 





Speaks on Co-operative Advertising Be- 
for Fire Underwriters Association; 
To Have Campaign 


J. W. Longnecker, advertising man- 
ager of the Hartford Fire, in an inter 
esting address before about sixty mem- 
bers of the Fire Underwriters Associa- 
tion of St. Louis, March 18, emphasized 
the advantages of co-operating adver 
tising of fire and kindred lines of in- 
surance. 

Mr. Longnecker, who stopped off in 
St. Louis en route from San Francisco 
to the East, was invited to make the 
talk by officials of the local association 
who believe that the time is ripe for a 
concerted advertising campaign on the 
part of the insurance agents and com- 
panies operating in St. Louis. The sub- 
ject has been more or less alive for 
several years past, Secretary J. W. 
Rodger and other officials of the asso- 
ciation frequently advocating such ac- 
tion. 

In his discourse Mr. Longnecker told 
of what has been accomplished in the 
many cities throughout the country that 
are already co-operating in advertising 
insurance, and he illustrated his talk 
with samples of the page advertising 
carried in leading publications. 


H. B. FINCH WITH DETROIT 

The Detroit Fire & Marine has ap- 
pointed H. B. Finch as special agent in 
Michigan to fill the vacancy caused by 
the promotion of Joseph F. Curtin as 
assistant secretary of the company. Mr. 





Finch was formerly special for the 
Royal. 
INSURANCE 
HARRY C. FRY, A hich sat. 
JOHN B. 
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LOGUE BROS. & CO., Ine. 
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The Beginning 


of The 


WORLD 


Fire and Marine Insurance Co. 
HARTFORD, CONN. 








Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. IVES, President 





NEW AGENCIES now 
being ESTABLISHED 





‘*Then give to the World the 
best that you have and the best 
will come back to you.” 
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INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANOH: 
55 Fifth Ave. - New York 
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Royal Exchange Assurance 


United States Head Office 
83 MAIDEN LANE, 


United States Manager 
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SHEVLIN AGENCY, Inc. 


119 William Street 


GENERAL AGENTS 


New Yerk, B. Y. 


FIRE & AUTOMOBILE INSURANCE & SURETY BONDS 
Pion Deukuren ae 
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Marine Tax Bills 
Expected To Pass 


YO RELIEVE UNDERWRITERS 





Taxes On Net Profits Instead of On 
Gross Premiums; On Equal Level 
With Foreign Companies 





Marine underwriters here are justified 
in believing that the measures in the 
legislature at Albany designed to bring 
relief to American marine writing 1n- 
surance companies will pass before ad- 
journment next month. At the hearing 
last week the Insurance Committees, 
the tax commissioner, the insurance de- 
partment, American steamship owners 
and others gave their support and as- 
sent to the two principal bills which, if 
passed, will bring the desired results. 
Reports from Albany this week, con- 
cerning the bills are optimistic. lf 
passed they will place American com- 
panies on an equal competitive basis 
with their leading foreign competitors 
and benefit shippers and ship-owners 
through lower insurance rates. 

These bills are not the unsupported 
effort of American marine insurers to 
obtain tax relief. They are the outcome 
of careful inquiry conducted by the 
Federal Government and based upon the 
express recommendations of the Com- 
mittee on Merchant Marine & Fisheries 
oi the House of Representatives of the 
United States. 

These measures are offered only after 
the recommendations of the Federal au- 
thorities, viz: self-help by cooperation 
among American companies, Federal as- 
sistance by way of tax relief and the 
passage of a model law, have been put 
into effect. They follow special appeals 
made by the Committee on Merchant 
Marine & Fisheries of the United States 
and the United States Shipping Board, 
addressed to the Governors and State 
Insurance Commissioners of all the 
states. ; 

Responsive to this appeal the National 
Convention of State Insurance Com- 
missioners in 1922, approved the prin- 
ciples of the legislation contained in 
these bills. During its 1923 session, the 
New York Legislature amended Sec. 150 
of the Insurance Law, broadening the 
powers of marine insurers, This was 
adopted by New Jersey in 1924. 

The relief proposed by these bills has 
been approved by the Superintendent oi 
Insurance of this state in his annual re- 
port to the Legislature and on his ap- 
pearance at the joint hearing. All other 
forms of relief, and remedy, recom- 
mended by both Federal and State au- 
thorities have been substantially ex- 
hausted. State tax relief alone remains. 

British competitors are taxed upon in- 
come and net underwriting profits, our 
companies are now taxed on their 
premium receipts, whether they make a 
profit or a loss. They do not ask for 
monopoly but that they be placed on an 
equal basis of tax to allow them to com- 
pete. 


Effect of the Tax Provisions 


A tax of 5% on net underwriting 
profits substituted for premium receipts 
. tax. Corporate privilege tax under Sec. 
187 of Tax Law equal to % of 1% on 
premium receipts, to be credited on 
profits tax when due. Estimated loss 
in revenue to the state computed on 
basis of 1922 business, not exceeding 
$267,000 subject to reduction by certain 
sources of tax income. 


LIQUIDATION BILL 


There has been a bill introduced in 
the Assembly at Albany intended to 
clarify the language of the liquidation 
law. One section now states definitely 
that the insurance superintendent of 
the state shall have full charge of the 


New Bill To Allow 
Jewelers Block Cover 


INTRODUCED BY STODDARD 





Would Remove Objections That Jewel- 
ers Cannot Get Full Cover From 
Companies in This Country 





The bill which Superintendent of In- 
surance Stoddard intimated would be 
prepared by the Department to meet 
the requirements of the jewelry trade 
by allowing domestic companies to 
write complete coverage for risks inci- 
dental to the jewelry business made its 
appearance in the legislature Monday 
night when Eberly Hutchinson, chair- 
man of the Assembly Insurance Com- 
mittee introduced the following measure 
bearing Assembly Introductory Num- 
ber 1717: 

“An act to amend the insurance law, 
in relation to the transaction of marine 
insurance. 

“The People of the State of New 
York, represented in Senate and As- 
sembly, do enact as follows: 

“Section 1. Subdivision one of sec- 
tion 150 of chapter 33 of the laws of 
1909, entitled ‘An act in relation to in- 
surance corporations, constituting chap- 
ter 28 of the consolidated laws,’ such 
section having been last amended by 
chapter 437 of the laws of 1923, is here- 
by amended by inserting therein a new 
paragraph, to be paragraph (c) to read 
as follows: 

“(c) The term ‘marine insurance’ shall 
also include the insurance of jewelers 
and other persons engaged in the busi- 
ness or trade of manufacturing, buying, 
selling or dealing in, cutting or setting 
precious stones, jewels, jewelry, gold, 
silver and other valuable metals, 
whether as principals, agents, brokers, 
factors or otherwise, against any and 
all risks of loss, damage, injury, deteri- 
oration, loss of use or liability arising 
from or in connection with such busi- 
ness or trade. Such insurance shall be 
known and designated as ‘Jewelers 
Block Insurance’ and made under a 
policy upon the face and outside cover 
of which shall be printed in bold face 
type the words ‘Jewelers Block Policy.’ 

“Section 2. This act shall take effect 
immediately.” 

Whether the companies will avail 
themselves of the opportunity to write 
under this amendment if passed or 
whether the jewelry trade will accept 
the new plan the future only can dis- 
close. 





liquidation of insurance companies, 
whereas the law is now a trifle ambigu- 
ous in its language, although the intent 
is clear. 
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| The “‘Home”’ of Automobile Insurance 


Chester M. Cloud 
Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
59-61 Maiden Lane 
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Russian Hunter’s Fondness for German 
Paper Marks Costs Underwriters $2,000 


A passion for German paper marks 
plus ignorance of the world’s news lies 
behind an interesting story of a $2,000 
claim arising out of the recent Japan- 
ese earthquake catastrophe. Such a 
claim was presented recently to a ma- 
rine underwriting office here covering a 
shipment of German marks to Russia, 
which was destroyed in Japan. The 
underwriters first offered to replace the 
German marks, which would have cost 
them about $20 more or less, but the 
assureds balked, demanding the full 
$2,000 in American currency asserting 
that covered the amount they had lost 
by the purchase of marks. They were 
finally paid in full, 

Wondering why any concern should 
be shipping seemingly worthless Ger- 
man marks to Russia the underwriters 
inquired regarding the nature of the 
shipment. Here is the remarkable, yet 
nevertheless true, account which they 
received. The assureds, fur dealers in 
this country, had business relations with 
a hunting and trapping company in Si- 
beria, and for all fur skins shipped to 
this country the seller demanded Ger- 
man marks in payment. 

It is presumed that this Siberian trap- 


per, isolated from all civilization, knew 
little or nothing of international finance, 
and particularly the rise and fall of 
German money. He continued to re- 
quest payment in marks even through 
last summer, which was a_ cheap but 
burdensome method of settlement a» 
bales and bales of marks had to be 
shipped clear across the Pacific and inte 
Siberia. Their ultimate use is a matte: 
of conjecture ranging all the way from 
kindlings to wallpaper or possibly legal 
tender among unsuspecting natives. One 
must admit that marks possess a trifle 
of artistic worth although little of in- 
trinsic value. 

All went well with the exchange of 
Russian sable and other valuable furs 
for pretty marks until the earthquake, 
when the shock that destroyed Tokio 
and Yokohama apparently awoke the Si- 
berian Rip Van Winkle from his long 
slumbers. If he had continued to live 
in blissful ignorance of German finance 
it would have cost the marine under- 
writers far less for the loss, as the price 
of replacing destroyed marks was _ in- 
finitesimal. But he didn’t, and hence the 
departure of $2,000 from the under- 
writer’s coffers in American money for 
Siberian shores. 





J. C. HELLER AUTO MANAGER 

John C. Heller on April 1 will become 
manager of the automobile department 
of Darby, Hooper & McDaniel. The 
agency represents the Franklin Fire for 
automobile lines. Mr. Heller has been 
in the insurance business for about 
eighteen years, most of his time being 
devoted to developing business. He 
started with the Fidelity & Deposit in 
1906, and later went with the Home. For 
the last four years he has been assist- 
ant general manager of the General Ex- 
change Corporation of the General Mo- 
tors Corporation. He resigned that po- 
sition recently. 


BUTTON IN NEW OFFICES 
Joseph Button, insurance commis- 
sioner of Virginia, has beautiful new of- 
fices in the new State Building, Rich- 
mond, Va. 














APPLETON & COX, Inc. 


1 South William Street, New York 


AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,447,786.62 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,054,621.08 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,325,877.59 


WRITE FOR OUR AGENCY PROPOSITION 




















E. E. LETHBRIDGE DEAD 





Well-Known Inland Marine Underwriter 
Was President of Maritime Ex- 
change for Awhile 
Kdgar lk. Lethbridge, of the marine 
insurance firm of Lethbridge & Corn- 
well, well-known inland underwriters, 
and formerly president of the Maritime 
Exchange of the Port of New York, died 
at his home in South Orange, March 20, 
after an illness lasting several months. 
Mr. Lethbridge was at one time 
speaker of the New Jersey Assembly. 


_ He was born in Brooklyn in 1866, the 


son of the founder of the marine insur- 
ance agency with which both Leth- 
bridges were identified the greater part 
of their lives. Upon the retirement of 
the elder Lethbridge and Mr. Cornwell 
Edgar E. Lethbridge and his brother 
George W., succeeded as partners. The 
deceased is survived by his widow, two 
sons, one daughter, one brother and five 
sisters. 


UNION HISPANO CHANGES 


The Union Hispano-Americana Fire 
& Marine at the annual meeting on 
‘Tuesday reorganized its staff and elected 


six new members to the board of 
directors. At a subsequent meeting the 
board elected the following officers: 


Francisco Tamames, president; David 
H. Bellamore and Elias De Lima, vice- 
presidents; Imre Temesvari, vice-presi- 
dent and general manager; Edward J. 
Enthoven, treasurer; William J. Char- 
mack and Charles H. Kent, secretaries. 
The board of directors includes several 
prominent Americans and Cubans iden- 
tified with foreign trade. The Union 


Hispano writes direct marine insurance 
and reinsurance and also fire reinsur- 
ance. 
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CASUALTY AND SURETY NEWS 











Surety Loss Wave Sure 

to Recede, Says Joyce 
HIS REPORT TO STOCKHOLDERS 
New Fraud Bond Added 30,000 New 


Patrons; Credit Insurance Successful; 
Assets, $31,834,358 











Until the crime wave subsides surety 
companies may expect high losses, W. 
B. Joyce, chairman of the National 
Surety, told his stockholders in his an- 
nual report on 1923 business. Losses 
arising out of conditions during and fol- 
lowing the war should diminish as the 
years roll on, he said. 

Out of a total net premiums of $16,- 
527,093, the National Surety retained, 
after paying losses and expenses, $543,- 
394, or 3.3 per cent. The losses of the 
company increased last year $1,359,747, 
and the expenses $1,047,202. In com- 
menting Mr. Joyce said: 

“This is most satisfactory to our pa- 
trons, of course, but hardly to the stock- 
holders. However, we are in the busi- 
ness of buying liabilities of others— 
taking risks off of the shoulders of our 
customers, and there are bound to be 
periods of small, or indeed no profits, 
from the underwriting of such risks. 
Such is the experience of all insurance 
corporations. For many years the 
management of your campany has ex 
perienced these cycles of no substantial 
profit, but the average profit over a 
period of years is satisfactory. In ad- 
dition to the premium income we have 
our income from securities owned which 
netted us $12.61 per share. The present 
crime cycle has continued much longer 
than those of the past, but it will sub- 
side and then we shall come fairly into 
our own with a very large and profitable 
volume of business—made large, more 
or less by the existence of the crime 
wave itself. In thirty-five years (with 
our predecessors) our total premium in- 
come was 9 aia $113,414,024 ; 
losses, $36,470,0 

In 1923 the a increased its 
special reserve by $100,000 for losses not 
vet known or even reported and now 
carries a reserve of $175,000 for that 
purpose. The company also carries a 
special reserve for a contingency not 
yet determinable, i "9 the sum of $450,000, 
“which,” said Joyce, “is believed 
adequate if not ann 

he net premiums for 1923 were $16,- 
527,093, an increase in 1923 of $2,610,643, 
“very greatly increasing the lead over 
all competitors.” 


Success of New Fraud Bond 


The new fraud bond conceived by the 
company is a decided success, Mr. 
Joyce continued. More than 30,000 new 
patrons are on the books of the com- 
pany as a result. 

The new credit insurance department 
is a decided success. More than $900,- 
000 in premiums were written with a 
satisfactory loss and expense ratio. 

The National has 11,888 agents and 
branches. In thirty-five years it has 
paid out over $36,000,000 and dealt with 
more than 200,000 defaulters. 

The incurred losses in 1923 amounted 
to $7,917,050. It paid 19.404 surety bond 
claims of less than $10,000 each. It paid 
3,519 burglary insurance claims. 

The National’s surplus December 31, 
1922. was $3,817,288. Its total assets are 
$31,834,358. 


OPENING CHICAGO BRANCH 


The London & Lancashire Indemnity 
will shortly open a branch office in Chi- 
cago. Ralph R. Dobel will be the man- 
ager. Mr. Dobel was for many years 
connected with the Aetna Life and Af- 
filiated Companies as a member of the 
firm of Dobel & Throckmorton, man- 
agers for the company at Indianapolis 
and Lansing. Later he was manager of 
the American Automobile in Chicago. 


Radical Departure 
By Fidelity & Casualty 


HEALTH POLICIES REFORMED 





Company Eliminates Life Indemnity 
Illness Benefits and First Ten Days 
of Disability From All Forms 


The Fidelity & Casualty has an- 
nounced rege in its health policies, 
effective May 1, due to the heavy loss 
ratio incurred ‘ connection with this 
line. While there will be no change in 
premium rates the company will elimi- 
nate on renewal, life indemnity illness 
benefits and the first ten days of any 
period of illness disability from all 
policies which contain a progressive 1n- 
creasing clause applicable to health in- 
surance. If a policy already provides 
for an eliminaiton period it will be 
necessary to increase the elimination 
period proportionately, and without 
making any change in the premium. 

The step the F. & C. has taken is 
considered a radical departure by health 
underwriters from methods heretofore 
used as the basis of health underwrit- 
ing but on the whole is viewed with 
favor. It was pointed out that while 
the F. & C. may lose at first by this 
stand it is the position that will 
eventually be taken up by most of the 
companies. There has already been a 
tendency shown by the companies to 
eliminate the death benefits and take 
up the use of the elimination period 
it was stated. Losses have been ex- 
cessive and some of the companies have 
attempted to keep down the loss ratio 
by increasing rates, among these being 
the Travelers, Aetna Life and Pacific 
Mutual. The Continental Casualty in- 
creased its rates to meet the situation. 
Some others are said to contemplate 
similar action. ; 

On increasing rates the Aetna said 
that for some time the business of 
health insurance has given much cause 
for apprehension and continued un- 
favorable developments have made the 
problem of how to correct a most un- 
satisfactory condition and conceded that 
the solution would not be found until a 
marked departure was made from the 
present lines of conducting the  busi- 
ness. Some of the companies in an at- 
tempt to solve this problem offered a 
basic health policy and attempted 
through extensive advertising to get the 
public to take it up in place of the full 
coverage form. a 

In a circular to its agents, the Fi- 
delity & Casualty says: 

This company has been developing health 
insurance for practically thirty years and fre 
quently we have added valuable benefits without 
increasing the premium until we reached the 
point where our annual statements showed that 
we were conducting this business at a heavy 
loss. Various causes contributed to that result 
among which were the life indemnity benefit, 
the increase in claim frequency and in the 
average length of disability.” 

he policy forms affected by the elimination 
of death benefits and the first ten days of 
disability are: The disability, the progressive 
life indemnity disability and the progressive 
life indemnity health policies. On and after 
May 1, and without change in premium the life 
indemnity illness benefit will be eliminated on 
renewal from the following forms of policies: 
Full life indemnity disability, life indemnity 
disability. minimum cost life indemnity dis 
ability, life indemnity, life indemnity health, life 
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indemnity limited health and life indemnity 
accident and health : ; 

In 1922 we found it necessary to discontinue 
the writing of any policy containing the life 
indemnity benefit app onthe to health insurance 
but that applied only to new business. With 
the aid of increased volume under the new 
forms it was thought that our combined expe 
rience under the new and old forms would 
slowly reduce the underwriting loss and event- 
ually give us some profit. ut this was not 
accomplished. aed of diminishing, the cost 
of the life indemnity benefit has steadily in 
creased. The continuously increasing losses 
necessitated tremendous loss reserves and those 
reserves will have to be still further increased 
to provide for the ultimate payments of a large 
number of outstanding life indemnity health 
claims. In addition we must provide for the 
heavy expense incurred in the handling of life 
indemnity claims 

The following figures were obtained 
from the official annual statements 
rendered by several of the companies, 
showing the loss ratio for 1923 on an 
earned premium and incurred loss basis, 
including claim expenses: 


Inc. 
Earned Incurred Loss 
Premiums Losses Ratio 


Fidelity & 
Casualty ........ $ 1,512,316.16 $1,127,541.62 74.56 
Aetna Life........ 1,681,594.48  1,193,766.99 70.99 
Commercial Cas... 616,394.00 349,156.51 56.64 
Continental Cas...  2,561,284.34 536,748.18 60.00 
Employers Liab. 
Assurance Corp. 
Globe Indemnity... 
Hartford Acc. & 


356,726.09 
200,182.00 


250,392.23 70.16 
110,423.42 55.16 


BUS. geaanncudens 185,507.50 108,971.10 58.74 
Indemnity Ins. Co 
of No. Am. ..... 1,096.92 57,175.35 63.45 


aay on Guar. & 
193,242.02 
108,479.53 


New: Ams. Cas... 
Ocean Ace. 

CO err 
Pacific Mutual Ins. 2,007,095.68 
Royal Ind. ’ 126,316.31 
Standard Ace...... 824,079.55 
Southern Surety. 371,270.02 
no rs Ins.. ? 679,182.20 
; 411,181.19 
561,625.18 


134,874.30 69.79 
67,810.80 62.51 
190,247.11 121,361.46 63.79 
424,635.00 70.98 

64,868.22 51.35 
169,490.74 56.97 
225,126.16 60.63 
.877,688.97 70,08 
253,666.17 61.69 
38,320.36 67.36 


Total -All cos... .$14,676,820,22 $9,752,017.58 66.44 


U. S. Fid. & Guar. 
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SUES B. A. RUFFIN 


National Surety ‘ Waam $5,536 From 
Richmond Agent; Dispute Over 
Balances 
The National Surety is suing B. A. 
Ruffin in the United States Court at 
Richmond, Va., for the recovery of $5,- 
536.87 which, it is claimed, is due on a 
judgment obtained against him in the 
Supreme Court of New York. Mr. 
Ruffin, it is set forth in the papers, 
was a member of the Richmond agency 
firm of Lecky & Ruffin, Inc., which 
represented the National Surety in that 
city for some years before it discon- 
tinued business in May, 1917. The 
amount in question, it is claimed, repre- 
sents balances due the company which 
were wrongfully withheld from it. Mr. 
Ruffin owned and controlled a majority 
of the stock of the agency, the papers 
state. He is now general manager of 
the Insurers’ Guaranty Corporation of 
Richmond, a brokerage firm organized 

about a year ago. 


ENTER SANTO DOMINGO 


T. Colon Morales has been appointed 
cveneral agent of the Aetna Casualty and 
Surety Company and the Automobile 
Insurance Company in Santo Domingo. 
This is the first time these companies 
have been represented in this territory. 
\ssistant Secretary Robert R. Stone 
will have charge of the development of 
this new territory. 


DREW-BROOK MADE SECRETARY 

M. D. Drew-Brook. supervisor ot 
claims for the Casualty Company of 
Canada, has been promoted to scretary. 
He has been with this company for the 
last two years, receiving his early 
financial training with the Toronto Gen- 
eral Trust. 


MADE 25% INCREASE 
The net fidelity premium writings ot 
the Hartford A. & TI. in 1922, exclusive 
of Public Official business, was $800,000. 
In 1923 the company in that coverage 
made an increase of 25%. 


The total premiums of the accident 
and health business written by the Na- 
tional Life of the U. S. A. in Maryland 
in 1923 amounted to $191,480. It paid for 
$67,357 losses. 
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1924 Premiums and Losses in New Jersey 


Premiums and losses for 1923 of com- 


writing casualty, 


insurance 


panies 
credit 


with the exception of those 
writing less than $10,000 in 
there during the year: 


Aetna Casualty & Surety 


Premiums 
Accident scene dene ae . $ 3,699.43 
SORE Sisbde bier dee es ; 371.17 
SS eee 153,048.71 
La CT. Sscvecseeee 2,500.62 
Pt CO d.ccetacac 3,586.19 
Fidelity ....... 53,660.01 
EMO nica cb cule beecutuis 117,836.90 
Plate G lass sane Seam 36,988.75 
Burg. & Theft ...... 87,842.69 
Steam Boiler ........... 1,266.74 
Auto Prop. Dam: age 165,287.13 
Auto Collision ...... 62,564.93 
Prop. Damage & Col., 
Co, LEE 4,995.60 
Sprinkler Leak....... 18,236.46 
Engine & Flywheel.... 7,576.01 


Total $719,461.34 
American Credit-Indemnity 
RED wéebesdvensoniarse _ 141. 8 
ON snaandiesakndre dns $29,141. 33 
Allied Mutuals Liability 
BE BI... knscediace sx $ 790.43 
LAG, CIOMOT scccccseccse 1,542.31 
Were, COMB,  cscevaee 10,107.26 
Auto Prop. Damage.... 267.36 


BED \csakatibdaconetes $12,707.36 
Aetna Life 

NINE Wibde cascatsegeen $ 209,862.68 

Health Livissskexeude 86,825.16 

a 373,510.06 

LA, GE bccesviccece 105,031.03 

Work Comp. .... 428,000.81 


Total -$1,203,229.74 
Penta Auto 


SE OE Sees $105,749.35 


Auto Prop. Damz age. 35,561.47 
Auto Collision .......... 6,888.62 
MMO Senccchsoeunaaub® $148,199.44 
American Casualty 

BS <0 ic écinccicnvess *$ 18,032.63 
PN TANS 0655060000503 62,294.15 
Ee a 1,862.44 
Plate Glass ..... 15,229.66 


BONE: Ge AMM csetecies 
Auto Prop. Damage.... 
Auto Collision 0.000600 

Total ; $127,932.72 
“In luding- He. alth, 


American Employers’ 


DOE. occ stvecstaseas $ 2,635.67 
OE Sa ere ere 1,467.49 
GG TAM, os6csnscccces 3,095.94 
Se CE vccviands'es 684.66 
er 444.35 
PRET cccccescscasene 58.00 
Plate Glass ............ 193.93 
Burg. & MEE isis acca 1,737.67 
Steam Boiler ........... 119.96 
Auto Prop. Damage ... 1,059.46 
Auto Collision .......... 361.40 


Prop. Damage & Col., 
REPEATER ; 41.00 
Engine & Flywheel.. 


CT TS "$12,396.27 


Aube Mutual Liability 


Auto Liability $ 54,417.74 
Liab., Other 31,381.90 
WOT. COMER. occ ceciccs 350,329.78 
Auto Prop. Damage... 17,937.90) 
Auto Collision ......... 5,966.59 
Prop. sine & Col., 

SMO 6c kb etek asiwe 459.92 

cn ae a $460,493.83 

American Re-Insurance 

NG 54s voadaescu sas $ 2,818.49 
EEE, cn ocd cabs udp 2,307.97 
Auto Liab. ......: 67,173.79 
Be ee 9,095.70 
Work. Comp. .......... 18,874.38 
Burg. & Theft ......... 17.95 

oe re $100,288, 28 


American Surety 
Deihiei amie $200,308.34 
; 92,608.42 
32,556.34 


Fidelity 
SPORT cccces rer 
Burg. & Theft 


$325,533.10 


Columbia Casualty 
ER Neskunnswsshiwe $ 2,798.82 
Health ... sche bicte ete 2,223.48 
Auto Liab. 46,969.22 


Total 





Liab., Other 10,129.22 
Work. Comp 1 233.41 
Fidelity 1,414.46 
Surety Spoms cas 4,143.29 
PIRES GOO. oiscccexcscs 8,597.71 
mare. G& Tele 2.0.5.0 8,604.54 
Steam Boiler ......... 2,233.50 
Auto Prop. Dam: ige. 16,881.51 
Auto Collision ..... Be 8,042.00 
Prop. Damage & Col., 

Lt PIES i 275.91 


Engine & Flywheel.... 287.25 





Total 3 $133,834.32 
Cc rcial C Ity 

Accident Copessesoc (ERT 
| See 72,004.13 
TE isons ssaneece 454,899.10 
Re, AOOMP ccsccccovcs 61,251.00 
WOTk. COMP. 2.000.000 285,913.06 


fidelity and 
in New Jersey follow, 
companies 
premiums 


Losses 
$ 1,487.54 
681.14 
41,655.67 
195.50 
3,960.63 
734.36 
14,277.62 
15,200.26 
13,598.22 
71,712.02 
20,191.69 


2,238.65 
4,919.15 
10,927.35 


~ $201.779.80 


$8,197.02 


$8,197.02 


$4,175.90 


$ 45,687.56 
51,150.37 
185,345.28 
32,069.02 
222,781.88 


$537,034.11 


$38,807.63 
13,393.26 
2,984.35 


$55,185.24 


*$ 5,675.86 
21,164.36 
9,830.18 
245.77 
11,130.11 
2,519.66 


$50,565.94 


$344.28 
11.18 


$ 6,210. 50 
2,537.78 
237,789.37 
4,653.63 
466.06 


187.60 


$251,851.54 


$1,804.50 
2,562.92 
194.33 
5,325.92 


$9,887.67 


$40,295.50 
3,025.92 
1,123.95 


$44,445.37 


$ 269.10 
1,443.54 
7,770.17 

736.25 
10,226.36 


2,748.96 
2,068.75 

114.62 
9,439.29 
6,378.53 


11.00 
6,690.53 


$47,879.10 


$ 32,067.43 
38,826.48 
178,201.49 
23,610.91 
174,480.60 








Premiums Losses 
te 20,660.59 760.43 
oS Re an ae 76,461.00 16,342.03 
PUMte SBOE cyisligice scien 84,102.13 32,067.41 
eee: 2 TR on csicces 22,293.18 2,208.07 
Auto Prop. Damage.... 165,130.58 68,554.65 
Auto Collision ......... 41,519.01 26,672.27 
Prop. Damage & Col., 
| a Ra ae 6,379.01 4.492.27 
re, 77) RES eR $1,404,374.16 $598,284.04 
Commonwealth 
vo Pe Per errs *$ 51,054.94 *$ 7,019.60 
RO BAR, so iaceeveseoes 216,391.93 112,778.88 
Rs, APRUUET cbancseenss 594.18 60.00 
Auto Prop. Damage.... 64,078.07 22,092.17 
Prop. Damage & Col., 
RNR ons Sa Siceuiesiure 252.61 256.85 
Total oan Seanviae $142,207.50 
*Ine luding: He alth. 
Connecticut General 
MOE), Sccouach saa $50,721.22 $18,801.28 
TES = Ctr vc ak acd "32,328.75 *7 336.29 
> | RIN ce ee $83,049.97 $26,137.57 
“Including Disability. 
Continental Casualty 
ROR Sa cekssasucees $ 58,859.50 $18,223.00 
SRR cio Siisw b itera 58,034.88 29,817.83 
MAGGS TURBINS vscccveas.d be 43,673.50 9,053.03 
Lin., AOENOr .o.cacaces 7,569.61 475.00 
Work. Comp. 16,342.16 6,008.92 
Re eee S| eee re 
NE foccracs cabin oaiu sx ! eee 
Jig PSE re 2,334.69 67.20 
Burg. & Thelt ..5...20. A |S rr ee 
Auto Prop. Damage.... 12,627.27 2,871.27 
Auto Collision ......... 6,148.40) 1,209.62 
Prop. Damage & Col., 
WEEE.” sxevenietedecoes 150.03 20,94 
| re Lae $212,380.87 $67,746.21 
Eagle Indemnity 
Accident $ 2,986.64 $ 215.65 
PRIME sc siiadesngusieioga 1,392.36 276.47 
PAM AMD, sega st wsieees'e 0),815.36 336.85 
CARD ., TORRET ~oc5:0cirnccas 2,840.60 145.00 
WOrk. “COMD:...0dseensx00 9,608.38 693.53 
PUES,” GinssckensoeasGe a ee 
NOD. Loasuusucasibare« See es ee 
Plate Glass ....iccscccs 1,372.78 103.54 
Burg. & Theft ......... 3,957.87 36.90 
Steam Boiler .:........ bere ae 
Auto Prop, Damage.... 6,252.53 237.85 
Auto Collision ......... 2,578.01 85.65 
Prop. Damage & Col., 
OE. cavendkaceusasns me «6 fee 
Engine & Flywheel..... WIRTH om Achetans 
5 SR re PR mo $56,802.03 $2,131.44 
Employers’ Ind. 
PROONOE  ccaciaguinaveees *$ 3,874.47 *$2,543.69 
Piste TaN. oc sack e-eeae 20,126.54 260.00 
CASS APOET  .ckbich esac 6,065.68 200.00 
Work, a ee 18,691.97 5,826.01 
en) Ee ee eee 99.44 164.32 
Pinte Ginas. ..ccscccsess 1,510.44 36.00 
Auto Prop. Damage.... 6,019.92 318.80 
Auto Collision ......... 3,815.46 564.77 
Prop. Damage & Col., 
EOE saasccr esi oncsaes PAO)... Urnairunktics 
(| NESS re eee pe $60,198.81 $9,913.59 
“Including Health. 
Employers’ Liability 
POCIINE nsdane xcs eas $ 17,042.60 $ 2,263.79 
ERORION sisi. r'eisas silences 9,600.82 3,992.93 
MU TAGS. 55scsiacaennee 172,308.17 87,235.33 
Liab., Other 58,930.73 24,117.13 
Work. € REY 3s Saweateae 271,392.72 169,831.07 
ES eee 1,529.33 232.50 
Piste GAGS 6 eccvcsccccws 5,625.19 2,025.68 
Burg. & Theft ........ 25,039.31 6,520.49 
Steam Boiler .......... 4,559.90 14.00 
Auto Prop. Damage.... 54,797.46 24,376.09 
Auto Collision ......... 28,848.82 10,891.56 
Prop. Damage & Col., 
CN occ ea isa cosck es 1,652.07 452.68 
Engine & Flywheel 6,311.00 1,232.67 


Total : $657 638. 12 $332,720.92 
Equitable Life Assurance 


Accident 








peanpe ee aeanene $12,241.45 $ 8,054.22 
RRR sh thuisnecaasomcan 20,237.26 9,529.43 
WAP) pictiehsuted gaeaemae $32,478.71 $17,583.65 
European " 
OE ETRE i $ 56,313.44 $31,718.99 
OS, ee ai 39,257.77 37,995.29 
Dette Dial. sik ssscecoces 31,725.94 1,375.00 
CRD. COUNET nccscceacese hE ae 
Work. C RD, sai casnane Te 
Fidelity 31,484.59 9,096.45 
Surety . eT eee 
Burg. & Theft ......... 67,834.99 13,711.08 
Steam Boiler .......... 4,421.88 115.65 
Auto Prop. Damage.... s * i er 
Engine & Flywheel ... B72800, has evncc 
es a $256,632.84 $94,012.46 
“Including Auto Collision. 
Fidelity & Casualty 
PAIN, 5 vn ciig wee sowee $127,702.35 $ 17,098.03 
BRCMMU. cAGicishcetaeeeicas 132,748.44 60,206.37 
PMO TADS. 550 0bccssew/an 157,971.13 97 633.78 
CO, CORHOL oisccsce cic 60,735.76 31,380.71 
Work RAD. esswhamans 136,436.04 115,237.70 
PMREMEY. nig wcseniicnasccs 45,578.60 4,019.08 
REED Ls snaneconssstsccr 55,545.25 4,849.42 
Plate Glass .........0.6 25,153.96 13,061.62 
Burg. & Theft ........ 71,978.35 14,730.19 
Steam Boiler .........., 22,412.63 1,671.04 
Auto Prop. Damage. 52,717.59 37,490.31 
Auto Collision .......... 11,968.12 9,316.44 
Prop. Damage & Col., 
APEBON  scscnauriesansear 1,112.94 606.11 
Engine & Flywheel... 15,005.27 7,897.10 
POR (oS boot ol dee $917,066.43 $415,197.90 
me Fidelity & D it 
Senate $ 75,385.36 $ 9,001.73 


Premiums Losses 
UNGER. chicane sigscsines 97,118.10 24,580.06 
ue Oe ae | | ere 37,694.50 8,664.91 
WOME cin v oxen se uneins $210,197.96 $42,246.70 
General Accident 
CO ne $ 21,926.48 $ 5,907.23 
eer 17,276.83 6,848.65 
Po era 146,164.86 29,223.41 
DAB, COPROL oss cnisicsec 19,846.28 8,585.45 
Ci er 38,085.28 25,799.96 
PAdbe SSIGES: 6ccceevss.c os 5,012.42 902.04 
So ek ee 6,978.02 1,048.52 
Steam BOWel 6 cscsccscse i Cre 
Auto Prop. Damage.... 41,971.82 11,753.38 
Auto Collision .......... 17,406.44 6,986.77 
Prop. Damage & Col., 
ROEMEE cairo ckscunesuess 1,236.21 791.35 
BORON: aivcicacteasnasiae $315,970.04 $97,846.76 
General Cas. & Surety 
ROCCIIEE 95 .op:sccceusessae $ 238.19 $ 100.00 
RAMEE eels sctasaebedonsias 337.58 1,223.80 
Muto Liab. sicscciccccse 42,947.32 36,011.73 
UAGD:, ERE? <cc-0sswscicis 4,064.95 756.4) 
WOK, COMD. 5.500<080. 11,663.52 3,107.88 
BAGOHOG: © Ss.54,2'55- casei y's a's | ree 
0 ee a DOHA =k dwigtecnes 
hE 6) ee 3,906.67 2,174.94 
Burg. & Theft ......... LL nee 
Auto Prop. Damage. 19,407.44 20,816.54 
Auto Collision ......... 10,278.05 13,361.21 
Prop. Damage & Col., 
DANE ca siseserevauna tse 178.73 195.00 
MOOD ocxcisdeesavarrion $96,595.23 $81,747.10 
Georgia Cas. 
Mae TAM. oo ciicccde wens $125,174.00 $ 94,960.00 
FASO, ECR occ ieic nce 31,536.12 20,964.43 
Work. GOMp. o..06.000. 58,993.57 38,600.93 
Plate Gines. oi ccvcccscces 34,740.98 17,851.62 
Burg: & Theft «...3... 3,836.37 1,065.50 
Auto Prop. Damage. 42,881.00 37,956.36 
Auto Collision ......... 13,626.00 11,044.44) 
Prop. Damage & Col., 
EEE -skeiaccaragedoy 2,321.96 925.78 
Motal. 2.0 csececounscree $313,110.00 $223,268.62 
Globe Indemnity 
ONE uikikssnewaseecre $ 19,174.62 $ 3,148.81 
PRR RMNR es etiisla iene dine’ oe 11,243.03 4,192.45 
Atte TARR: vescscvsc dave 334,350.76 118,024.57 
tap... Gbher ck ccsevex 76,011.69 16,215.00 
Work: Comp. <isciccees 315,602.32 190,212.87 
RIGMIEY: -ccccieseetaaesee 36,368.46 11,450.36 
Aer ee pets 161,024.80 45,860.32 
Plate Glase .ccccssccess 28,062.87 10,004.87 
Burg: & Theft ......5.. 66,110.95 12,439.54 
Steam Boiler .......... 3,294.44 792.05 
Auto Prop. Damage.... 102,916.51 53,262.97 
Auto Collision ......... 49,055.76 20,821.25 
Prop. Damage & Col., 
MUO ase cda scan enucwen 2,946.86 492.97 
Engine & Flywheel.... 296.64 














Total + $1,206,4 459.71 $486,954.03 
Hartford A. & I. 

Aclabat. os cscasessaves $ 16,278.44 $ 5,414.40 
Oe Re errr 8,744.98 1,193.70 
ree 298° 281.91 78,925.89 
EAR, SOURCE “Cievsesinnes 53,107.76 14,063.18 
WOEK. COMD.. coccticescs 188,098.54 108,643.10 
DIMOY: -scnvasccaveakons 28,278.00 77.09 
BIN - cacssnbnnswecenca Teer 
Plate Glass .x.cccccccss 11,038.86 4,610.77 
Burg: 2 THEE .sccccscs 61,250.62 20,326.92 
Auto Prop. Damage.... 81,133.96 32,126.71 
Auto Collision ......... 32,630.00 9,228.93 
Prop. Damage & Col., 

OE ~ hescacenes aces 1,443.49 345.54 

OS eR ee $816,530.14 $274,956.23 

Hartford Live Stock 

bAVE BEGEK oo cas ceansiess $18,880.83 $4,715.00 

Total .....ccccccceeees $18,880.83 $4,715.00 

Hartford Steam Boiler 

Steam Boller. .. 4.2... $109,569.71 $ 6.67015 
Engine & Flywheel.... 57,247.34 3,786.94 

WORGE) cscasuceananeccss $166,817.05 $10,457.09 

Indemnity Ins. Co. of N. A. 

RISEN ic cncccdmnemen $ 8,256.53 $ 376.14 
DOMED  Kicaccntaveweawes 2,776.38 186.07 
Rabo: TAR sascascas 155,365.25 40,453.34 
PS SL). aero ere 33,839.28 5,546.05 
Work. COMP. oscssccces 105,240.64 65,489.08 
Fidelity 14,766.88 4,283.84 
Surety 19,708.92 216.09 
Plate Glas 9,435.95 4,506.24 
Borg. & Thelt ....s000- 16,596.16 143.37 
Steam Boiler .......... ate - = «swear aae 
Auto Prop. Damage. 48,552.26 26,176.73 
Auto Colision ...i6.3. 17,192.36 6,352.48 
Prop. Damage & Col., 

REE: Gocneisuswasares 699.57 925.75 

POOR | ss seeeaesaiess es $433,125.84 “$1 54,655. 18 

Independence Indemnity 

Accident $ 1,080.70 $ 300.00 
Health ae OO ssw eas 
Auto Liab. 42,822.01 2,818.26 
Liab., Other 24,261.53 5,290.61 
Work. Comp 18,844.06 6,572.69 
Videlity eT re 
Surety ZENON =n vivo give 
gore Ere 2,513.29 174.71 
Burg. & Theft 8,412.80 173.00 
Steam Boiler .... eo = ead 
Auto Prop. Damage. 13,633.02 2,328.38 
Auto Collision ......... 5,571.86 2,365.95 
Prop. Damage & Col., 

POE cacaiew sauna eness 431.45 18.00 
Engine & Flywheel.... OPS. «sR eeiheerec 

ee $142,802.16 $20,041.60 

International Fidelity 

Fidelity PO Rey: $130,245.60 $37,520.00 
eee er ee 2,208.06 1,830.39 

ME Rec ereireeiiee $142,453.66 $39,350.39 


























— 
Premiums Losses 

Aiito Thad. 366<ssesscees $176,882.34 $111,571.68 
Auto Prop. Damage.. 22,105.08 12,653.61 

WAGE  eaevisapechawscres $198,987.42 $124,225.29 

Liberty Mutual 

ARG EARS sensei ccovions $ 42,226.82 $ 9,674.25 
EAQD, (ORME cswceecoves 10,486.54 561.00 
Work, OMG, viicsseacss 213,176.25 127,584.92 
Auto Prop. Damage.... 13,398.69 6,246.84 
Auto Collision ......... 1,624.86 1,021.95 
Prop. Damage & Col., 

MOOT cia ase ca weese 134.98 50.00 

OCR ic ses iaenenaadars $281,048.14 $145,138.96 

Lloyd’s Plate Glass 

Plate Glass sosccscsccse $49,611.10 $18,259.63 

POUAIG si cicosoouwesws $49,611.10 $18,259.63 

London & Lancashire, Ind. 

BOCIIONE 665 ccciine since $ 1,186.00 $ 33.00 
PEEIEE, Scgip'eciosaeevieslncine 532.00 155.00 
PRO TAD, osaccassvcieae 36,606.00 11,538.00 
LaQp., GUROE <escsccvccs 1,574.00 136.00 
Work. Comp. .cssccesss 9,627.00 4,778.00 
MUMIUY <cocincdeccccetnes A, cee 
IMEDY. asia weeisasisieisuaise il rece 
Piste GHISED nace ccs ccecs 4,440.00 2,238.00 
Burg, & Thelt . 0.060. 5,178.00 557.00 
Auto Prop. Damage.... 9,602.00 2,623.00 
Auto Collision ......... 3,708.00 82.00 
Prop. Damage & Col., 

NOUNOE  Aicesaweosierses Ce setences 

POC ois assis vacccnoes $72,574.00 $22 1140. 00 

London & A. 

MGUUNNERE «5 cacediee cocees $ 11,513.48 $ 5,107.99 
RUASEAD Paseidicrsiciehecieaweacts 3,449.77 2,616.06 
AUGO LARD. ..00cccacevcs 150, 118.81 50,438.44 
EAGD.; OUNEL siésnccwace 44,233.19 15,000.92 
Work, Comp, i... .sccess 147;169.51 104,472.28 
PGES coca nsipnsaneigy ves 22,993.94 1,948.36 
Oe eae 4,327.36 127.28 
PIG CUAOS iiss nccvvnes 7,396.03 2,204.72 
Burg. & Theft 17,145.49 1,551.22 
Steam Boiler 6,771.15 1,566.68 
Auto Prop. Damage.... 46,786.82 25,825.03 
Auto Collision ......... 19,354.27 14,919.63 
Prop. Damage & Col., 

MENGE Snore cored casts ae 1,140.28 386.43 
Engine & Flywheel... 7,880.05 6,535.39 
NGUHORLL a ccecwhrar 63 Sieg orate 4,823.01 1,095.82 

POCAN > sia oan Walenta $495,103. 16 $233,796.25 

Lumber Mutual Casualty 

Auto Liability ......... $ 6,103.27 $ 175.00 
Liab., Othe or 3,658.35 220.00 
Work. 45,870.78 35,648.08 
Auto Prop. Damage.. 2,498.56 224.12 
Auto Collision .......... | ae 
Prop. Damage & Col., 

NOREEOE 0 oe es saweren 285.75 35.00 

Retaliation ae $59,229.49 $36,302.20 

Lumbermen’s Mutual 

Mitito: DARD. osseccsecoars 2,661.43 $ 7,242.00 
LAaD:, OUNEE .oiscnsccce 4,149.08 1,276.48 
Work. C ONY. 6a sgaeaws 36,137.81 21,196.66 
WUACE (GIRS 6 55.6 05 sicsrec-s 536.06 122.92 
Bute. © THE s.csicis ——_ #8  ~<eenaoer 
Auto Prop. Damage. . 506.42 5,474.12 
Auto Collision ......... 4,919.58 1,119.44 
Prop. Damage & Col., 

MPOMEE  askcsisw ous vecss 256.00 1,078.25 

PNG 608 cacedteeweien $105,347.70 $37,509.87 

Manufacturers’ Cas. 

AO TAB csc scmanenss $ 5,637.69 $ 200.00 
E18D.,. OGRE: ccc cidsece a -—t—“‘(i‘“C a 
Work. COMO: .scccicie'ss 7,519.72 2,068.39 
Auto Prop. Damage.... 1,918.15 158.28 
Auto Collision: ..<.60<.. 1,219.93 177.45 
Prop. Damage & Col., 

ONET eiiccsavoorcweiane 38.20 42.00 

ROUAE eee ony oan ears $17,128.18 $2,646.12 

Manufacturers’ Liabilit 

MOCCIIERE isa scusiacvesies 19,955.51 $ 1,708.88 
are at 10,529.91 3,932.24 
Peo TAD: icc escedsctecs 92,277.28 53,810.41 
Ligh., ORher «sci ciccsee 39,903.19 16,240.79 
Work, Comp. 6s6.6ssie. 282,420.17 210,722.70 
Burge. 6 Thett .icss.s% 9,903.06 3,150.05 
Auto Prop. Damage.. 31,017.32 23,467.39 
Auto Collision ......... 16,482.61 11,539.54 
Prop. Damage & Col., 

UNCLE < siareiseivivines oaciccinrs 1,504.34 931.82 

EORAL: weds wanieeesars $503,993.39 $325,503.82 

. Maryland Cas. 

Accident $ 23,351.39 $ 3,485.26 
Tealth Dprewiedle 1,072.4 5,764.33 
Auto Liab. 173,833.77 68,920.08 
Liab., Other 52,089.67 16,684.96 

York. Comp 195,139.92 140,063.45 
DIGEUED) scdeeaaccnae save 668.25 1,163.93 
Surety ...... 71,328.16 18,126.92 
Plate Glass 22,436.90 8,827.30 
Burg. & Theft 39,399.33 9,817.27 
Steam_ Boiler 14,352.92 186.04 
Auto Prop. Damage.. 51,413.47 23,482.59 
Auto Collision ......... 162.97 3,397.95 
Prop. Damage & Col., 

oe Oe es 3,480.26 458.63 
Engine & Flywheel..... cf) ee 
SPOUSE ooo sscidccseincs 3,964.64 696.32 

OEM ssp sieatiareecnmcens $711.824.32 $301,075.03 

Massachusetts Bondin. 
PROMBOE  <c. crasescnesese * $39,720.87 *$18,360.06 

RO, sicecccxsces 37,252.71 17,479.00 
Ligh, QUREE cies icccces 8,750,29 3,490.00 
Work, Comp. .icccis. 6,014.69 1,348.10 
Fidelity Ensue sderecns 6,951.79 79.00 
MAUREEN Sonsccaens becuse 48,674.92 4,146.58 
PIBCe SSIGES. is ecciccseses 5,458.25 2,452.06 
Bure. & THER ooscscss 13,298.94 1,828.39 
Auto Prop. Damage 10,345.31 3,274.44 
Auto Collision ......... 70.62 285.99 
Prop. Damage & Col., 

CHORE vswaks cas ou 1,014.12 2.40 

Rene $177,552.51 $53,206.02 

—, Health. 

; assachusetts Protective 
PCCIBORE,  lececscecesd *$146,534.67 *$78,707.83 
Total pW ainiaataninae tery $146,534.67 $78,707.83 
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Premiums Losses Premiums han . 
LOSSES Premiums Losses " : 
M ‘ aa ; ; 
Lisb., Other Motes! Prateetive §— ganas Wat Comp on... 7.29.27 1544049 Liab,, Other 2388.3 om Supreme Court Rules 
’ +++ $11,910.2 $1,291.23 — yy ee eben waned pg A 2,287.84 Work Comp. 753.66 1,279.09 O Cc ti L 
, ry ae ee rg. 2 | IID, 690.3} PRIEHEW cesccteess 
Total .....sesseeseess $11,910.28 $1,291.23 Auto Prop. Damage 20,590.83 8088-72 Powered ee eee ae Pe Bee ek; n ompensa 10n Laws 
; Metropolitan Casualty — Collision ........ 10,842.56 3,945.43 Auto Prop. Damage 5,466.97 1,442.39 pry apa 
Wecient Wacclayces csc. rere rop. Damage & Col., Auto Collision ......... 840.97 2.0 CLARIFIES MARITIME CLAIMS 
— serene oe paemasals CARER  essccacccnetccns 561.90 376.19 Prop. Damage & Col. 
PANO LIED. ssesvseceess e/a ie a eer ——_——. GENER 8 ixicticcucsandcs is * 
Liab., Other ..-..--.-- y~ oee TAD sicacanantaiccncbes $158,597.99 $52,421.07 ___ 15 ss: State Compensation Laws Cannot Apply 
co IDS siscie: 826.00 ae Ocean Accident ROMA ccenaiarcecccee: $36,908.65 $6,239 98 to Stevedores Employed on Ships 
Auto Prop Damage a 843.98 prehae oe een aa $ aa $ 18,894.15 Travelers Indenmi in Navigable Waters 
Wie Giese crews. s6,a30-21 esate Health, snpeoeecee esses 94.0 See BRIN a cccneceicas. 8,033.58 $1,207.67 — 
Auto Collision ......... ied 32.00 eee Liab,, Other ....000021 65,221.09 13°361.23 a Fe kei es 376.08 The Supreme Court of the United 
PE BAscuitis $63,642.91 565 Pale ag 259,494.40 Plate Glass ......-.-. 26,068.85 ‘9,703.5g ‘States has declared that state work- 
‘ Metropolitan Life SPER ee ic ence oo "232.96 ME EES ae 3 Theft ....... 87,170.96 25,418.28 mens compensation laws cannot apply 
AC GIMRRtD oxioade auat es $52,497.82 $10,114.10 Plate Glass .....02 17). 20,410.59 Pt Ry yore noma Eacieoane 36,799.86 2,404.90 to stevedores employed on ships in 
Health 44,152.19 "16,261.61 Burg. & Theft 38'832 free Auto Prop, Damage 183,039.97 79,924 14 : i ; 
ot suicagaeeeanes ——— Sen Boe. seme 8,889.44 Auto Collision ........ 53,248.05 s7is7 navigable waters. This case is of ex- 
PM oc cspestes $96,650.01 $26,375.71 Auto Prop. Damage .. 63,336.04 3.11340 Prog, Damage .& Col., treme importance to marine underwriters 
Michigan Surety Prop. Damage & Col., eae Pa se a a = 3619.54 handling P. & I. Insurance as it clarifies 
ie $10,904°74 $ 5,944.00 Auto Collision we 22,811.82 8,017.30 RMSE _ 9,904.85 7,457.57 the position which underwriters occupy 
[stabs., SQNEr csccssessc 11. 2 allele OTE Other eee eeesaeeee ee, 2,119.97 461.79 Total 51. 55,915.42 -hen claims are presented. For years 
Plate Glass ...........- 4,732.97 5,047.01 — & Flywheel nnn ‘ oie neatee $411,351.37 $155,915.42 tt en h b d ~ d . ij y ‘ 
Auto Prop. Damage 3,841.59 2,767.51 WOME “Fax Sbeweedisses ar 3,873.62 571.40 : ravelers Insurance Co. nere as’ een dou an wrang ing ove 
Auto Collision ........ 2,326.50 1,894.23 Total es . en sete e eee ee eens $ ee $121 713.9 the question whether a claim came under 
a iste tee anes ME)  doiln Kana ealemuaes $859,628.7. $410,729.79 WONG Sexesedeccedraude A. 8 5,886, « + » +c 
Total a $21,969.07 $15,652.75 re) $ ‘ita EE EI oieiecs cence 600,990 69 201,181.40 an imsurance policy or under a state 
AM. Sos seeecacepessite 21,969. $15,652.75 hio Casualty Ms ae C ns | This latest decis 
a uae tk $36,222.14 nteeey La Cte .....00;, 155,406.65 36,609.44 compensation, law. nis latest decision 
Accident. .....eceesees *$11,187.42 "$6,862.60 Auto Prop. Damage 15,581.34 oie | Oe Comm: ...... 810,701.62 538,680.62 is expected to end a lot of this indecision 
is Baiatiois a Auto Collision ........ 2,627.58 1,536.47 Total $2,008,362.42 $974,071.38 and delay in settling claims. 
id ea a ee Total : $54,431 06 3360 # © Uni mn , adie, a The Supreme Court has _ affirmed 
* 2 q ee cagunnuMwanaon $54,431. $18,376.48 nion Indemnity H > —_ \" > 4 i 
lial ' Mutual Casualty or ee Pacific Mutual POGUE < DeSkcdeadenes $ 14,268.95 $ 5,512.03 ae Seo Pah mary sutton 
bigties ONEE: Sos cv cs 14,974.31 5,444.53 PRECIO is cicdiniweccce $33,224.15 $21,934.60 EE dc os cennsaewikas 13,767.41 4,351.17 fOWSOn ONG ey 4 an 
Arte Wigs ecscccsccc.. 233,859.90 $119,762.99 1 2% |: ae eens 37,405.94 23,185.47 MN BML: icaswdvcnacs 50,921 02 14 891.50 ston of California vs. Rolph. In the first 
co coca ei a . Liat, Other <.....002- 8,089.63 SEM iae, thie sett as w » % 
eo ee $248,834.21 $125 207.52 POtAD 20 erates, $70,630.09 $45,120.16 Work Comp. ...0000) 16,411.53 10,378.45 er ren ee Se ee 
Accid ne AS ee Accid ierenina wr: Lteveacing ect eh 13°934-18 = cy csiitauna eae on board shige 
NeaidetED a ae *$78, 795,12 *$95, 159.33 MGGHIAKE, 205050550: 5) UPELY oe eeeee ces eeeeeee C¥ Ser ere \ , se e J ES s 
ies. Health... Reha ee pS) oe — oo. saietaphees bey ne Ay in the navigable waters of Puget Sound, 
ah ear RT $78,795.12 $25,159.33 uto MEd “Sbeeaisisioone 30,426.40 $ 5,726.0 urg. & POSE science 764. 357.32 as mages Se ; - 
‘Including Health. — Liab., Other .......... 3,284.87 250.) Auto Prop. Damage 15.793 90 6620.23 can be compelled to contribute to the 
National Casualty Work Comp. ......... 8516.82 3.74.74 Auto Collision ......., 7,960.16 1,490.20 accident fund provided by the Work- 
MOHMGHE. ccicocsases es *$20,126.10 *$10,243.0 . Plate Glass ..........., 1,004.17 465.48 Prev. Damage & Col., men’s Compensation Act of Washington. 
rrr mer peer Pros — tetees 6 7% 791.64 Other veces 307.58 448.30 In the second case the question was 
Total ...ccencsecscess $20,126.10 $10,243.80 shut rop. Damage .. 1,741.4 304.9) aS aM carr . on aes 
“Toctudinas Health. . ; Auto Collision ......... 1,309.51 sr3e Potal ............0.. $190,347.42 $60,717.98 hae hether the Industrial Accident .Com- 
Pe ance ae ae a a a hues - . United Sthitee Ciauaite mission of California had jurisdiction to 
REGEN wseeie seus *$104,177.84 *$24,315.97 we eee See $16,861.49 Accident .......0.0e0e0s $ 259.01 $ 7,346.83 award compensation for the death of 
= So eee Acciden®:....... a a reves § 3,900.21 Health ...-seeesseeees. 108.32 5,813.00 a workman killed while actually engaged 
ae MO tee $104,177.84 $24,315.97 Health 2.000000 ” “4°269.16 ” 1417.75 yd —_ reste ees et Le nape at maritime work, under a maritime con- 
F A + aa ’ see Aab., We vadcdater és 39, «ol 36.0 aia p aad a 
Sok ational Surety _ — webiste 4 576.34 37.2538?  Woek. Comp. .......... 65.357.40 19,285.06 tract, upon a ve ssel moored at a dock 
deb: Shccnasnececee: $249,292.58 $66,131.74 Bidelity “a Pinte GIES o5.505.i000. 15,977.96 10,985.58 in San Francisco Bay and discharging 
el Pa ea peg ed os Siretw see techs ee "818.74 1112.30 pho — iy erasing wane ouy3} its cargo, The supreme courts of both 
CHO ssciscvescccc, ee PR Bure. x Theft Sees 45,646.58 17,212.47 ‘Auto Collision. 17.52498 1671933 States held the state laws went beyond 
ite SP oarereer tartrate — one aan 12,004.68 Pron. Damage: & Col. intrastate powers, and the United States 
EON sce comico aaetanee $692,222.89 SER On NON Sa ts ae SERS RMQRNN ciienercccnes 1,072.60 1,717.52 Supreme Court affirmed this position. 
New Amsterdam Casualty Total ) ” $8) 443. TI » United States S Cc 
Accident .........6000s $ 9,406.86 $2,342.64 sl ondaa: tin. $81,443.02 Total oo... eee ee $314,816 70 $227,373.98 ne united States Supreme Court 
eres 4,496.76 1,840.59 Ate Liab epublic gy ; eins tat about 1917 refused to allow a claim for 
PSs res f° ri EN ne Can Mele clers $ 195. f e e e \. . . H p ra 
oe ee ent —— Liab., Other 620200001 Be Re Asi esa: $ 30,381.85 $6,446.58 Pope secant y wee a bain 
“hs LID ce Pgh gory POPE COMP. cc escess ss 51,059.21 6 4)? Healtl 21.883.47 15 045.85 ompensation Act tor death resulting 
Work Comp. ..ccsssces 80,705.04 40,290.40 seek: 059.2 26,202.04 COC SIAR eR Reser per ree 21,883. 5 045.8! . ensat J ‘ 
[ee cl i gee ene ae Lo 37,731.67 5,977.28 — PAN eMEeRAdeeenes = 45.76 a — eviendawane png  areny irom injuries sustained while a deceased 
BOPECe ubacecinweust weenie 31,920.17 36,586.91 re 2,172.4 125.00 lLiab.. Other ......... 94,402.59 30,492.10 r meus neuaes : ash 
gl gt ees Gems Plate Glass... 11,093.36 wine, “ae toe a8 aa 179 101,95 Was on board and engaged in unloading 
Burg. & Theft ....... 26° 868. 26 7,778.28 Bure. & Theft ........ 6,265.02 1.80500 Fidelity .........00.0. 115,187 26 1381.12 #& vessel. The Court then referred to 
Auto Prop. Damage 38,968.20 20,880.92 y tooee Prop. Damage 34,732.18 SEOAENS  SOFEEY cinco ccvenidescis 148,796.42 11,973.43 the destruction of the uniformity in 
Auto Collision Gi 18,583.36 12,646.05 Auto Collision ........ 26,857.49 15,212.82 Soest yg belkace sien eee fon maritime matters contemplated by the 
rop. amage ‘ol., im _—_—_——- ——— te CTE cccveses 4.142.3 913.92 . as : ‘ ot . 
Other snes niers 1,259.44 408.25 RUBE orccdcnsdohes $280,178.97 54s Auto Pree. Daman 91.647 46 oll Constitution that would re sult by allow- 
ee! ee ; Royal Indemnity Auto Collision ........ 34,930.74 16,545.94 ing a state to subject foreign ships to 
otal? 25 soph cements $432,433.78 $209,423.38 eg Pana ieecne cette $ 11,121.56 $ 577.83 er" : Damage & Col., such obligations; and stated that free- 
Fy ‘ “een SON EET LT TE C 5 ve 2 ’ ” 2 ¢ 
io 40 $120 30615 om 39,744.45 Auto Liabo 00 184.0836 “e ws OO “ae ixes dom of navigation between the states 
Liab., Other f...c.02. 5,115.60 641.88  Liab., Other 1.1..." 44,629.96 10 882.46 and with foreign countries would_ be 
atin... 8 414.57 1,834.71 Work COMGE .hcdeccce: 117,595.86 106,767.38 Talal’ 2s eckss vee eee o$1,211,940.65 $468,410.10 seriously impeded. This situation Con- 
ntim Clana 9 ( PRCNEET «aver hepeaca ce 4,¢ Fy r 
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UNDERWRITER’ GIVES’ VIEWS 





Prospect Field Uneducated; Considered 
a Side-Line by Some; Insured’s 
Claims Unfounded 





Commenting upon the present status 
of the accident and health business a 
prominent underwriter said to the East- 
ern Underwriter this week: “The num- 


her of prospects for accident and health 
insurance is exceeded only by the num- 
ber of potential life insurance. policy 
holders, but does accident and health 


insurance stand next to life in popu- 
larity? It does not. The reasons for 
this are many and varied. The pri- 


mary factor seems to indicate that the 
public or rather the prospect field has 
not been properly cultivated and edu- 
cated. 

“Many men will insure tangible prop- 
erty such as an automobile or a house 
against fire but fail to give any thought 
to the asset which can only exist by the 
application of body and mind to their 
business. Earning capacity cannot be 
seen, its destruction in any material 
form is not visible to the eye and to 
those with no imagination nothing is 
in existence unless it may be weighed, 
measured and handled. A little more 
missionary work by each and every one 
connected with accident and health in- 
surance will help to boost the business 
into its correct niche. 

“Too many brokers consider this type 
of insurance as merely a side line, fail- 
ing to realize the unlimited field for de- 
velopment and the fact that this line 
of business pays a larger commission, 
both on new and renewal business than 
any other casualty insurance line. 

“Jumping from generalities to individ- 
ual cases, it is not at all difficult to find 
brokers who do not care to handle this 
line and also ex-policy holders who have 
heen dissatisfied with their experience. 
Of course there is only one reason for 
complaint from their viewpoint, that is 
the matter of claim adjustment. It 
seems the cause or rather blame lies 
with all concerned, the companies, the 
broker and the applicant. 

“The insurance companies have helped 
to bring this line into ill repute by the 
issuance of industrial and popular pol- 
icies and commercial contracts full of 
technicalities designed to permit the de- 
nving of liability. Part of the blame 
even here may be placed on the sales- 
man who has not explained his wares 
and the buyer who has looked at the 
cost and not the coverage. If a man 
carries an accident and health policy he 
naturally feels that disability from an 
injury or illness should entitle him to 
indemnity. The holder of these limited 
forms of coverage is usually greatly sur- 
prised to learn that he must be injured 
in a certain way or suffer from a cer- 
tain disease before collecting and it fol- 
lows that both the broker and the com 
pany come in for a full share of abuse. 


Claim Adjustments 


“Claim adjustments under full cover 
age commercial policies which prove 
unsatisfactory usually have an underly- 
ing cause which may be traced to the 
bro‘er or policy holder. Many insureds 
who are perfectly honest in every other 
way may be sick for five days and claim 
indemnity for twice that long, explain- 
ing that they need to double the time in 
order to get a full settlement for time 
actually lost. This is untrue as the car- 
rying companies expect to pay each and 
every legitimate claim in full and an 
exaggerated period of disability merely 
serves to cast suspicion on the policy 
holder and often results in cancellation 
of the insurance on account of the moral 
hazard, 

“Denying of liability on claims arises 
as a result of breach of warranty which 
of course can technically be made only 


by the assured. It is almost impossible 
to place the blame for this, but it ap- 
pears to me to be the fault of the brok- 
er in nine cases out of ten. Some of 
them consistently and habitually fail to 
ask their prospect any questions with 
reference to the insurance and medical 
history. Another practice is for the 
applicant to make omissions on the ad- 
vice of the broker. 

“As the application is used by the 
companies as the basic source of in- 
formation for the issuance of a policy 
and the answers are made part of the 
centract, there is no insurance in force 
if misstatements are made which would 
materially affect the hazard assumed by 
the company or the acceptance of the 


risk. If a misstatement of material im- 
portance is discovered after the is- 
suance of insurance the company does 


not feel it must pay a claim as the cov- 
erage was obtained by means-of fraud. 
Reasons are seldom given to the broker 
or assured for adverse action on can- 
cellation of policies or rejection of claims 
so it is very amusing to hear the manu- 
factured reasons for action taken and the 
pedigree of the insurance company with 
reference to unfairness, out-and-out 
dishonesty and grand larceny. 

“The broker who has not been able 
to satisfy his client blames the company 
and this particular line has made another 
enemy. The agent or broker fails to 
realize that he is cutting his own 
throat by limiting the prospect as one 
active enemy usually creates at least six 
more of a lesser degree. Satisfied policy 
holders bring prosperity to the commis 
sion man and the companies, so the 
business should be handled conscien- 
tiously and correctly, looking to the fu- 
ture rather than the placing of one in- 
dividual case which reauires worse than 
finesse to put it over. Conscientious 
handling of the business both by the 
company and broker should be the first 
big step toward placing accident and 
health insurance on the popular plane 
it deserves.” 





CONSOLIDATES TERRITORIES 

The United States Fidelity & Guaran- 
tv has discontinued its branch office at 
Omaha, Neb., and has consolidated the 
Nebraska and Towa territories which 
will be handled at Des Moines. The 
athee at this point is under the manage- 
ment of J. Dillard Hall, manager, and 
£ : Wells, assistant manager. Robert 
K. Barton, formerly manager at Omaha, 
has been transferred to the Philadelphia 
office where he will be associated with 
vee Kent Kane in the management. The 
ie & G. has also consolidated the 
ath Carolina and northeastern Ten- 
nessee territories under the management 
of the Richmond branch office. 


PENNSYLVANIA ACCIDENTS 


The Bureau of Workmen’s Compen- 
sation, Department of Labor and In- 
dustry, of the State of Pennsylvania, 
re ports 200,435 accidents during the year 
1923 in that state. This is an increase 
of 54.180 over 1922 and the largest num- 
her reported since 1917. The industrial 
accidents caused a loss of over 2,691,- 
600 working days by injured employees. 
The wage loss to employees amounted 
to $1.354,000. Compensation cost $13,- 
143.393. Of this latter amount. fatal 
cases cost $5,898,939, permanent disabil 
ity cases, $2,873,481, and temporary dis- 
ability $4,370,973. 


cases, 














CON F IDENTIAL ‘SERVICE : 


Conducted For Insurance People 
By srvesinmnel Brerte 


G.LSTONE. romp chance nc 


UK. M. WEHINGER. Popeye ig Ma aes yet 






AM AGENCY oF DISTINGTIO 





NEW A. & H. POLICIES 


Connecticut Gensel Life Issues Three 
Contracts; Allow Double Benefits 
and Larger Principal Sum 


The Connecticut General Life has just 
placed three accident and health 
policies on the market. 

One of these policies is intended for 
applicants who are more interested in 
principal sum payments than in weekly 
indemnities. It pays double indemnity 
for principal sum losses due to travel 
accidents, including private automobile, 
as well as public automobile, train, trol- 
ley and elevator accidents; and also 
if the insured is struck by a vehicle 
while crossing the street. The premi- 
ums are: “Select,” $5; “Extra Pre- 
ferred,” $6, and “Ordinary,” $8.50. 

Under the new accident and health 
policy the accident benefits triple for 
accidents occurring in a railway train, 
trolley car, elevator or burning building 
or due to being struck on the street 
by any vehicle. The health insurance 
eliminates the first two weeks of sick- 
ness in order to reduce the premium. 
The policy is issued in multiples of 
$1,000 principal sum and $5 weekly in- 
demnity, to all male risks classed Se- 
lect, Preferred, Extra Preferred, and to 
selected “Ordinary” class risks. 

The third new policy is a new auto- 
mobile accident policy issued at a prem- 
ium of $5 a year, providing for payment 
of $1,500 for loss of life, limbs, or sight 
resulting from being struck by an auto- 
mobile or from accidents incurred while 
working on or driving an automobile. 
The policy pavs $25 weekly for total dis- 
ability up to 26 weeks. Fractional prin- 
cipal sum benefits for less serious losses, 
weekly payments for partial disability 
and allowance for hospital bills are also 
included. By paying a premium of $10 
instead of $5 the insured secures a prin- 
cipal sum benefit of $5,000 instead of 
$1,500. 
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RESCINDS SUSPENSION 

At a special meeting of the Surety 
Underwriters Association of St. Louis, 
Mo., held recently a_ resolution was 
adopted, rescinding its action of Feb- 
ruary 15 suspending the Hartford Acci- 
dent & Indemnity from membership in 
the association. 


CREATES BURGLARY DEPT. 


The Sun Indemnity has organized a 
burglary department and appointed R. 
A. Kearney, Jr., as superintendent at 
the home office. Thomas G. Buckley 
is the burglary underwriter at the 
metropolitan office. 
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ante Bonding and Insurance Company 








T. J. FALVEY, President 
Write For Territory 















“ 
rump as tHE OF 


; S 
Yew Onves™ 


Cash Capital $1,500,000.00 








FIDELITY and SURETY 
BONDS 





Accident, Health, Burglary, Automebdile, 
Liability, Plate Glass and 
Workmen’s Compensation Insurance 


Executive Offices Great Eastern Dept. 


830-836 Union St., 100 Maiden Lane 
New Orleans New York 














WANTED TO PURCHASE 


The advertiser will purchase or 
place burglary, surety and fidelity 
lines of insurance from retiring 
brokers, agents or others. 


Address B. F. 8. 
c/o The Eastern Underwriter 
86 Fulton Street 
New York 























MUTUAL ALLIANCE GROWS 


United Associations Have 850 Companies 
Banded Together to Advance 
Mutual Insurance 


The American Mutual Alliance now 
has 850 companies enrolled as members. 
These companies are made up of the fol- 
lowing associations: the National Asso- 
ciation of Mutual Insurance Companies, 
of Crawfordsville, Ind.; the National 
Association of Mutual Casualty Com- 


panies; the National Association of 
Automotive Mutual Insurance Com- 
panies, and the Federation of Mutual 


Fire Insurance Companies, all of New 
York. 

These associations are consolidated in 
the American Mutual Alliance for the 
mutual Protection and furtherance of 
mutual insurance. This Alliances’ work 
is largely statistical and legislative, be- 
ing to the mutual companies what the 
National Bureau of Casualty & Surety 
Underwriters is to the stock companies. 
It was started about two years ago to 
effect economy in management. There 
is one general manager for all the asso- 
ciations with the exception of the Na- 
tional Association of Mutual Insurance 
Companies for which it only handles 
legal and tax matters. Harold P. Janish 
is the general manager. 


The Travelers Insurance Company last 
week at a meeting of its directors voted 
a dividend of $4 a share on the capita 
stock to stockholders on record at the 
close of businses March 17. 
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FIRST POLICY WRITTEN SIXTY YEARS AGO 


On April Ist, 1864, The Travelers wrote the first accident policy on this continent. It thus 
became the pioneer in a great business, in which its record has never been equalled. In the week 
of March 24-April 1, the representatives and friends of The Travelers everywhere are aiming to 
give The Company at least one large accident risk and a collection of smaller ones in recognition 
of the anniversary. We invite you to this party! 
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Insurance a Necessity 


Fire insurance has come to be not only a householder’s 
security, but a national necessity. The home owner must 
protect his family and provide shelter; the renter must 
guard his household goods. Business concerns, factories, 
churches, schools, colleges and corporations must protect 
their property investments. The man who can thus pro- 
vide the security of a community against financial loss from 
fire is its insurance agent, through his companies., 


Home agents, representatives of America’s Largest and 
Strongest Fire Insurance Company, appreciate the value 
and strength of their position in the social and financial 
well being of their community. 
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